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N. Y. Mayor Proposes 
Schedule Rating To 
Fight Slum Hazards 


Would Tie Dwelling Fire Rates to 
Presence or Absence of Build- 
ing Code Violations 


DID NOT CONSULT NYFIRO 


Only N. Y. Area Where Higher 
Than Class Rates Apply Is Coney 
Island ‘“‘Conflagration’”’ Section 








Mayor Robert F. Wagner of New York 
City, who is fighting to clear slum areas 
in the city and to prevent further growth 
of such districts, believes that the insur- 
ance industry can aid in this campaign. 
He recommended to Governor Nelson 
Rockefeller this week that the New York 
Insurance Department study a proposal 
to predicate multiple dwelling fire rates 
on building code violations and hazards, 
rather than continuing class rating which 
generally does not penalize apartment 
or private house owners for bad house- 
keeping, or reward those who keep fire 
hazards at a minimum. 

The Mayor’s recommendation is based 
on a report on “Building Violations and 
the Reduction of Insurance Premiums” 
prepared by Arthur J. Aronson and 
Ernest Neufeld and submitted June 1, 
1958. Linking insurance to slum _ pre- 
vention is based on the premise that 
“if some inducement could be given to 
landlords to secure their voluntary co- 
operation, such an incentive coupled with 
the threat of strict enforcement no doubt 
would enlarge the area of compliance.” 


No Schedule Rating of Dwellings 
for Many Years 

For many, many years residential 
buildings have been subject to general 
class rates, which vary according to 
construction—whether brick, metal or 
frame—but there are not individual rate 
differentials based on moral hazards, 
housekeeping, etc. There is one excep- 
tion, the so-called “conflagration” dis- 
trict of Coney Island where frame 
structures are charged a higher than 
average rate because of excess hazards. 
There was in the past some individual, 
or schedule, rating of residential prop- 
erty but that was before there were so 
many homes in New York City. As the 
city grew the cost of inspecting dwellings 
was considered excessive in view of the 
relatively low premiums derived from 
those risks individually. 

Mayor Wagner’s report points out 
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Royal Exchange 


ROYAL EXCHANGE ASSURANCE 


PROVIDENT INSURANCE COMPANY 
of New York 





Representatives in Principal Cities and 
Towns of the United States and in 
Most Countries Throughout the World 


An OLD LINE company with new line 


coverages, a modern system, prompt and 

efficient service, and cooperation prog- 
ressive agents appreciate. 

e Founded 239 years ago, the Royal 

Exchange was one of the foremost 


pioneers in establishing insurance 
as a business. 


Fire, 
Marine, Casualty 
Fidelity & Surety nouff 
4 
55 FIFTH AVENUE 
NE Wy YO RK 























FIDELITY 
BONDS 











Specializing in 


and SURETY 
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Massachusetts Mutual 
States Its Position 
On Minimum Deposit 


Executive Vice Pres. Schaaff Says 
Company Has Never Promoted 
“Financed Insurance” Sales 


USING NEW APPLICATION 


Asks Questions About Loan and 
If Any Policy Has Been Sur- 
rendered; Results of Study 














During the past two months Massa- 
chusetts Mutual Life has made several 
announcements to its field force stating 
its position with respect to the use of 
minimum deposit or “financed insurance” 
plans and the sale of mutual funds or 
similar investments by life underwriters. 

In a recent letter to company general 
agents, Executive Vice President Charles 
H. Schaaff, CLU, stated, “Recently there 
has been considerable comment about 
life underwriters selling these plans. 
Proponents of mutual funds advocate 
term or minimum deposit life insurance 
in direct opposition to our philosophy 
of cash value life insurance as_ the 
soundest basis for family financial plan- 
ning. Term life insurance or minimum 
deposit life insurance, combined with 
mutual funds, are not, we firmly believe, 
in the best interests of the general public 
or the life underwriter. 

“Our belief that an agent cannot in 
all conscience sell family security 
through life insurance and at the same 
time sell speculation (and perhaps in- 
flation) remains unchanged. I believe 
that our field force is in full agreement 
with us, and I am confident that very 
few, if any, of our representatives are 
active in these areas. 

“Nevertheless, firm in the belief that 
these combination sales are not good 
for the public, the company or the agent, 
we cannot condone the sale of mutual 
funds, or similar investments by any 
Massachusetts Mutual general agent nor 
can we contract or permit to remain 
under contract any agent, broker or 
other individual who is active in those 


fields.” 
New Safeguards Against Abuses 


In subsequent statements Mr. Schaaff 
said that the Massachusetts Mutual has 
been and is doing everything possible to 
control the underwriting of so-called 
“financed insurance” and has never pro- 
moted such sales from the home office in 
any way. 

Because of discussions with Massa- 
chusetts Mutual field men and other 
members of the insurance fraternity 
relative to recent unwholesome develop 
ments in these areas, he sent a second 
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Republic National Life, Dallas, Tops 
$2 Billion in Force in Record Time 


Just 31 months after reaching a billion 
dollars of life insurance in force Republic 
National Life of Dallas has become a 
two billion dollar company. In June of 
1956 the company announced the attain- 
ment of its first billion and optimistically 
looked forward to two billion in force 
by December, 1959. Now, eleven months 
ahead of time, this goal has been reached. 

This achievement has been spear- 
headed by Theo. P. Beasley, founder and 
active head of the company, ‘who was just 
28 years of age in 1928 when he organized 
the little parent company which has 
become the Two Billion Dollar Republic 
National Life. At that time there were 
already warnings of a big depression 
ahead, but despite difficult economic cir- 
cumstances the company progressed. 
During the years that followed Mr. 
Beasley displayed an uncanny ability in 
the selection of associates who were 
later to play an important role in Re- 
public National’s progress. 


Merged with Republic Life in 1937 


The move to Dallas was made in 1937 
following the purchase of the Republic 
Life of Dallas and the merger with Mr. 
Beasley's company under the present 
name of Republic National Life. Since 
then the company has experienced a 
steady growth in the sale of life, acci- 
dent and health and Group insurance, 
and since 1947 has made outstanding 
progress in the field of reinsurance. 

Sizable additions to life insurance in 
force thus far this month enable the 
company to announce that it has ex- 
ceeded the two billion dollar mark. 
Important gains have also been recorded 
in accident and sickness insurance and 
in Group benefits. In addition the re- 
insurance division has had its best year 
since the division was organized eleven 
years ago, the management reports. 

Notwithstanding the growth and ex- 
pansion of its sales activities into 40 
states, the District of Columbia, Hawaii 
and Puerto Rico, Republic National will 
be able to add substantially to its sur- 
plus account. 

During 1958 the company adopted the 
slogan “The Only Way To Grow Is GO” 
and steadfastly pushed ahead each 
month. Operations were expanded into 
California, Washington, Wisconsin, 
Alaska and Puerto Rico. 

According to Mr. Beasley the company 
is already on its way with plans for a 
new goal of Three Billion of life insur- 
ance in force and confidently expects 
to set again a record for the industry. 


Beasley’s Leadership Qualities 


The example for the company’s service 
in its 30 years of growth has been set 
by President Beasley. Service not only 
within the insurance industry, but to 
his community and church has made 
him an outstanding leader. 

His first agency connection when 21 
years of age was with a large eastern 
insurance company. This followed World 
Nar I service in which he ranked as 
top sergeant. After several years as a 
salesman he became manager of his own 
agency. The Missouri company which 
he founded in 1928 did well despite the 
depression. Then it was merged with 
Republic Life of Dallas in 1937, Mr. 

easley was elected president. His son, 
Rex, is now vice president of the com- 
pany. 

Prominently identified in insurance 
circles, Mr. Beasley now serves on ALC’s 
company relations committee ; as first 
vice president and executive cqmmittee 
member, Insurance Economics Society 
of America; as member of HIAA’s ad- 
ministrative committee and a past vice 
president. He is also active in Life In- 
surers Conference, Texas Life Conven- 
tion and other local industry associations. 

His business affiliations in Dallas in- 
clude membership on board of directors 
of Oak Cliff Bank & Trust Co., the 
Southwest Title & Insurance Co., Oak 


Cliff Savings & Loan Association and 








Southwest Abstract Co. A civic leader 
for years he has given generously of his 
time to the Dallas Community Chest 
program and Cancer Fund drives; serves 
on the local Citizens’ Council and 
Greater Dallas Planning Council. He is 
past president of Oak Cliff Chamber of 
Commerce, former director of Dallas 
Cor. and Dallas Heart Association. 
A Mason and Shriner, he belongs to 
five leading clubs in Dallas. 


Prominent in Church and Y.M.C.A. Work 
Church and Y.M.C.A. work on both 


local and national levels has enhanced 
Mr. Beasley’s stature as a leader. His 
three consecutive terms as president of 
the Dallas metropolitan board of the 
Y.M.C.A. and its vice chairmanship won 
for him the Distinguished Service 
Award for outstanding service as a lay 
worker in the Southwest area. Currently 
he serves on the Y.M.C.A.’s national and 
world councils and as a trustee of 
George Williams College, Chicago, a 
“career” school for Y.M.C.A. secretaries. 
Long active in local and national pro- 
grams of the Disciples of Christ (Chris- 
tian), Mr. Beasley is a prominent mem- 
ber of the East Dallas Christian Church, 
member of its General Board; past 





TWO BILLION 
ON THE LINE 





Executive committee of Republic National Life shown looking at poster telling 


story of two billion “in force” 


achievement. 


Left to right: Clarence J. Skelton, 


Senior V.P.; G. R. Jordan, Group V.P.; President Theo. P. Beasley; E. W. Atkerson, 


Senior V.P.-Treas., Barry Oakes, V.P.-General Counsel, 


president of Slayter Men’s Bible Class 
as well as past Brotherhood chairman 
in Dallas of the National Conference of 
Christians and Jews. Among other 
church activities he is vice president and 
trustee of National City Christian Church 


and Rex Beasley, V.P. 


Corp., Washington, D. C.; trustee of 
Texas Christian University, and trustee 
of the Washington Pilgrimage, an 
organization devoted to promoting better 
understanding of the nation’s religious 
heritage. 





Conn. Mutual Staff Appointments 


John L. Lobingier, Jr. and D. Ross Osborn Made Assistant 
Superintendents of Agencies; P. P. McGrath, 
G. P. Peterson and W. F. Reuber Advanced 


Appointment of five new officers of 
Connecticut Mutual Life was announced 
by President Charles J. Zimmerman. 

The new officers are John L. Lobingier, 
Jr., and D. Ross Osborn, assistant super- 





JOHN L. LOBINGIER, JR. 


intendents of agencies; Peter P. Mc- 
Grath, assistant agency comptroller; G. 
Philip Peterson, assistant agency secre- 
tary, and Warren F. Reuber, supervisor 
of ‘publications. 

Mr. Lobingier is a graduate of Uni- 
versity of Virginia and received an M.A. 
degree from Fletcher School of Law 
and Diplomacy. Following service as an 
army officer during World War II, he 
entered the advertising business and is 
a former assistant advertising manager 
of Phoenix Mutual Life. Since 1953 he 
has been director of public relations for 
Life Insurance Agency Management 


Association. 

A navy veteran of World War II, 
Mr. Osborn graduated from Purdue Uni- 
versity in 1947. He served as a special 
agent for the F.B.I. for five years before 
joining Connecticut Mutual as an agent 
in New York. In 1956 he was called 
to the company’s home office as an 
agency assistant. 

Mr. McGrath is a graduate of Dart- 


mouth College and is a navy veteran of 


World War II. He joined Connecticut 
Mutual in 1946, serving in the actuarial 
and accounting departments before trans- 
ferring to the agency department in 1949. 
He was promoted to agency assistant in 


1952. 
Mr. Peterson joined Connecticut Mu- 
tual following graduation from Middle- 


town (Conn.) High School in 1926. He 
started in the company’s actuarial de- 
partment and later transferred to the 
agency department. He was appointed 
an agency assistant in 1952, 

A graduate of Trinity College and an 
army veteran of World War II, Mr. 
Reuber joined Connecticut Mutual’s actu- 
arial department in 1934, transferring to 
the sales promotion and advertising de- 
partment three years later. He was pro- 
moted to department manager in 1957. He 
is currently on the executive committee 
of Life Insurance Advertisers Associa- 
tion. 


Great-West Life Actuarial Changes 


A. E. Loadman Named Actuary; L. A. Cannon Actuary- 
Ordinary; H. Bradshaw Actuary-Electronics; 
R. L. Jex Actuary-Group; Others Advanced 


Five senior actuarial appointments in 
Great-West Life have been announced 
by D. E. Kilgour, vice president and 
managing director. The appointments 
are the result of a realignment of actu- 
arial functions which are under the ex- 
ecutive direction of J. E. Morrison. 
FSA, vice president and actuary. 

A. E. Loadman, FSA, formerly an 
associate actuary, has been appointed 
actuary. He will direct a new centralized 
actuarial department which will serve all 
areas of the company and co-ordinate all 
actuarial work. 

L. A. Cannon, FSA, formerly an asso- 
ciate actuary, has been appointed actu- 
ary, Ordinary insurance, and will be 
responsible for actuarial services to 
Ordinary policyholders and the sales 
organization. 

H. Bradshaw, FSA, formerly an asso- 
ciate actuary, has been named actuary, 
electronics. He will continue to devote 
the major part of his time to the direc- 
tion = the electronics program. 

R FSA, formerly 


Rohs Ferg. associate 


Group actuary, has been appointed actu 


ary, Group insurance. He will assume 
broader responsibilies for the actuarial 
functions of the Group division, while 


continuing to administer Group pens ions 
J. O. Parsonage, FSA, formerly 
ant actuary, has ‘been named associate 
actuary, and will assist Mr. Loadman. 
Mr. Loadman joined Great-West Life 
in 1931. He held the appointment of as 
sistant secretary from 1936 to 1952 when 
he was made an associate actuary. 


assist 


Mr. Cannon has been with the com 
pany since 1932. He was named an as 
sistant actuary in 1939. From 1949 to 
1952 he served in the company’s agency 
division, returning to the actuarial divi 
sion with the appointment of associate 
actuary in 1952. 

Mr. Bradshaw joined Great-West Life 
in 1945 as supervisor of the actuarial 
general department. He was appointed 
assistant actuary in 1946 and became 
officer in charge of the statistical and 
tabulating departments the following 


(Continued on Page 6) 
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Establishes Communications Center 


Mutual Of New York Plans to Keep Home Office and Field 
Informed and To Cut Overlapping 


Louis W. Dawson, president, Mutual 
Of New York, announces that the com- 
pany has established a communications 
center. 


Its function will be to transm‘t 


director of internal communications. He 
was formerly assistant director of the 
company’s publicity. For 12 years he 
has been with the company and before 





Staff members responsible for the operations of MONY’s new Communications 
Center are (left to right) Clifford B. Reeves, vice president for public relations; 
Albert C. Trussell, CLU, director of field services who will be the sales department’s 
liaison with the Communications Center; Peter J. Schaus, editor-in-chief of MONY 
News; Richard D. Dixon, editor for Sales News; and John P. Brion, director of 


internal communications. 


The distaff side includes (left to right) Dorothy Belfi, 


editorial assistant; Annette Boyce, assistant librarian; and Catharine Heinz, librarian. 


information about the company’s activi- 
ties to its 10,000 employes, agents and 
agency managers and other personnel 
throughout U. S., Hawaii and Canada. 
Also, it will plan to conserve the time 
of key personnel by reducing or eliminat- 
ing overlapping communications. Fur- 
thermore, it will plan to keep the 
language and form of communications 
simple, clear and complete. This action 
was taken as a result of recommenda- 
tions made by a committee of senior 
officers and an outside consulting firm— 
Savage & Lewis, communications coun- 
selors. 


John P. Brion has been appointed 





| HEARD On The WAY 





Conductor Fritz Mahler and the Hart- 
ford Symphony Orchestra appeared on 
Sunday afternoon before the cameras of 
WTIC-TV for the first of six concerts to 
be telecast this winter. When the orches- 


tra began to play “Getting To Know 
You,” theme music for the series, it 
opened the biggest TV production of 
its kind ever to be undertaken by a 


Connecticut station, and marked the first 
time a “live” telecast of a symphony 
concert series has been made in the 
state. The hour-long concerts, featuring 
familiar classical and popular music, 
will all originate from the auditorium of 
Aetna Life Affiliated Companies, spon- 
sors of the programs to be presented on 
alternate Sunday afternoons through 
March 22, 

A microwave antenna, installed at the 
Aetna Life home office on Farmington 
Avenue, relays sound as well as video 
parts of each program to the regular 
WTIC-TV transmitter to insure high 
fidelity reception on home television sets. 

Performances by professional guest 
soloists and by five Connecticut high 
school students competing for a $1,000 
music scholarship offered by Aetna Life 
are features of the series. 

Commentator for the series is Ivor 
Hugh of Hartford School of Music staff. 


Uncle Francis 


that for nine years was on financial 
news staff of New York Times. 





upon him. 
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as Congratulations fo 
HAROLD N. SLOANE, cLu 


on his recent appointment as a member of the 
INSURANCE ADVISORY BOARD of the New York 


State Insurance Department. 


As a partner of Life Associates, 111 John Street, 
New York, our General Agents for many years, 
Mr. Sloane does honor to the entire Continental 


Assurance sales force in the distinction conferred 


CONTINENTAL 


of Chicago 


EASTERN DEPARTMENT 
76 William Street e 


GROUP SALES OPPORTUNITIES 


The rapid expansion of the Group Division of a national New England 
located life insurance company creates opening for several experi- 
enced Group Representatives. Assignment available in a number of 
major cities across the country. Here is an excellent future with a 
fine advancement, income, and benefit advantages. Compensation 
by salary and bonus. All replies confidential. 


BOX NO. 2670 
The Eastern Underwriter, 93-99 Nassau Street, N. Y. 38. 








R. W. Ervin Vice President; 


Esther Johnson Actuary 
E. A. Roberts, president of Fidelity 
Mutual Life, has announced the election 
of Ralph W. Ervin, Jr., as vice presi- 
dent, and Esther Johnson as actuary. 
A graduate of Pennsylvania State 
University, Mr. Ervin joined Fidelity 
Mutual in 1949 in the investment depart- 
ment as a security analyst. In 1950 he 
became assistant financial secretary, in 


January, 1956 financial secretary, and 
in April, 1956 second vice president. 
Serving on the president’s staff, Mr. 


Ervin’s responsibilities included assisting 
the president and senior vice presidents 
in general administrative and financial 
matters. 

Esther Johnson is a graduate of Bryn 
Mawr College, class of 1917, and joined 
Fidelity Mutual in 1920 in the actuarial 
department. In 1926 she became one of 
the few women in the country to com- 
plete all the required examinations to 
become a Fellow, by examination, of 
Society of Actuaries. In 1930 Miss John- 
son was appointed assistant actuary and 
in 1944, associate actuary. 
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New York 5, N. Y. 








Konikow Heads Monarch’s 
Manhattan (N. Y.) Agency 





GERSHEN KONIKOW, CLU 


Gershen Konikow, CLU, is the newly 
appointed general agent of Monarch 
Life in charge of the company’s Man- 
hattan agency office at 165 Broadway, 
New York, which has a staff of 14 full- 
time field underwriters including several 
of Monarch’s leading producers in this 
area. As _ previously announced (De- 
cember 12 issue of The Eastern Under- 
writer) Mr. Konikow has been promoted 
from supervisor to general agent. 

He joined Monarch in 1953, having 
been a concert pianist prior to that time. 
In the next five years he developed into 
an outstanding individual producer of 
A. & H. and life insurance, qualifying 
for highest production honors, Jn 1957, 
his best year, Mr. Konikow broke four 
of the Monarch’s all-time sales records 
and won the President’s cup as the No. 
1 field underwriter of the company 
nationwide. His life paid-for in 1957 
topped $2,000,000. 

Promoted to supervisor in January, 
1958, Mr. Konikow went on to establish 
an excellent record in all phases of 
Monarch’s management training pro- 
gram, with emphasis on preparation of 
new men for insurance selling careers. 
He is a graduate of Wayne University. 





Paul Revere Life Names 


J. W. Rowe at Fort Worth 


John W. Rowe has been named gen- 
eral agent for the Paul Revere Life at 
Fort Worth, succeeding J. C. Bour- 
land who is now associated with the com- 
pany at Flagstaff, Arizona. 

A graduate of Denver University, Mr. 
Rowe entered the insurance business ten 
years ago as a field representative for 
Bankers Life of Iowa at Denver. In 
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1952 he was named to a sales training § 
position at the company’s home office © 


in Des Moines. Two years later he be- 
came supervisor of its Dallas branch. 
Since 1956 he has served as sales man- 
ager for the company at Fort Worth. 
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“And if I’m not back in twenty years, honey, 
be sure and pay my next Provident Mutual premium” 





lish Yes, Provident Mutual policyowners can pay their Automatic Payment Plan. And, of course, they can 

sof life insurance premiums up to twenty years in pay on a regular basis, either monthly, quarterly, 

ia advance (with 314% discount)—or through the semiannually, or annually. 

bale Premium Deposit Fund, make monthly payments This flexibility of premium payment is one more 
(with interest credited) toward the payment of the indication of Provident Mutual’s continuing belief 
next premium. They can pay practically and con- that greater convenience for customers means 
veniently under a Salary Savings Plan—or on an better business for brokers and agents. 








Provident Mutual 


Life Insurance Company of Philadelphia 























Page 6 








January 23, 1959 





= 





Tributes to Cammack From 
Beers and Aetna Directors 





ERNEST CAMMACK 


The high esteem in which Ernest Cam- 
Aetna Life 
held in the 


mack, late vice president of 
Affiliated Companies, 
organization was again demonstrated at 


Was 


board of directors. At 
Henry S. 
Group 


a meeting of the 
this meeting President Beers, 
who head of the division 
before becoming president of the Aetna 
Life Affiliated Companies, told of the great 


Mr. Cammack had on _ his 


was 


influence 


career, describing him as _ his close 
friend and counsellor, his boss for a 
third of a century, the man responsible 


for his training for acceptance of large 


responsibilities, his constant supporter 
and inspirer. 

Thereupon the following resolution was 
adopted by standing vote: 

“The directors desire to place in the 
record of this meeting this expression 
of deep appreciation of their association 
with Edmund Ernest Cammack, who died 
on December 17, 1958, at the age of 77. 
At the time of his retirement in 1956 
he had served our companies for forty- 
six years, as chief actuary for some 
thirty-five years, and as chief executive 
of the Automobile Insurance Co. for 
some 30 years 

“He served as senior officer of the 
Group division from its inception. His 
foresight, interest and exceptional execu- 
tive ability were largely responsible for 
the outstanding position enjoyed by the 
eompany in the Group business today. 

“He was a man who gained the respect 


and deep affection of those who were 
associated with him. Boundless energy 
and intense enthusiasm made him a 


dynamic leader in the insurance industry. 
His contribution to the success of the 
Aetna Life Affiliated Companies can not 
be measured.” 


Frank M. Burger Appointed 
General Agent in Seattle 


Frank M. Burger has been appointed 
general agent in Seattle, Wash., for 
Washington National according to an 
announcement by P. W. Watt, president. 

Mr. Burger began his insurance career 
in 1952 as a sales representative for a 
prominent western company. Two years 
later he received a promotion to district 
manager in Medford, Ore. In 1955, Mr. 
Burger was advanced to Yakima, Wash., 
where he has served as district manager 
until his recent appointment with Wash- 
ington National. 

Mr. ae be graduated from the Uni- 
versity of California at Los Angeles in 
1952. He Re also passed Parts I & II 
and is currently studying Part IV of 
the CLU study program. 


Equitable Society Names 
R. J. Ryan Detroit Manager 


Equitable Life Assurance Society has 
expanded its facilities in Detroit by 
opening a third agency in the Penobscot 
Building. Robert J. Ryan has been ap- 
pointed manager of the new organization. 

Formation of the new agency is part 
of a nationwide oe program by 
Equitable during 1959, its centennial 
year. Its two other Detroit agencies, one 
headed by Coy G. Eklund, the other by 
Clifford L. Lundgren, are also located in 
the Penobscot Building. 

The new agency head is the son of 
a former Equitable agency manager, 
Robert M. Ryan whose organization he 


joined in 1946, three months before 
graduating from the University of 
Detroit. He remained with his father’s 


agency, now headed by Mr. Lundgren, 
for three years, and then became assist- 
ant agency manager under Mr. Eklund. 

The sales unit Mr. Ryan started in 
the Eklund Agency produced an Ordi- 
nary or personal insurance volume of 
almost $790,000 i in 1950, its first full year. 
Last year its 17 members produced a 
total of more than $4.7 million in Ordi- 
nary sales. 

Three members of the 


unit, Charles 


American Life Appoints 
Johnson in East Orange 


American Life of New York announces 
the appointment of Fred H. Johnson as 
life superintendent at its East Orange 
branch office. Mr. Johnson will be in 
charge of developing life business in the 
13 northern-most counties in New Jersey, 
especially those now placing their prop- 


erty insurance lines with American 
Surety. 
Mr. Johnson attended Los Angeles 


Junior College and served in the Army 
Signal Corps. He _ had several years 
experience in the life insurance field 
before joining American Life of New 
York. 





Robert G. Cook and Jack 
D. Morgan, have shifted to the Ryan 
organization as unit managers. Two 
others, Raymond R. Pettypool. and James 
P. Neville, hi “3 become unit managers 
in the Eklund Agency. 

Mr. Ryan, a CLU since 1949, is im- 
mediate past president of the Detroit 
CLU Chapter. He is also active in the 
Detroit Life Underwriters Association. 
Detroit Life Insurance and Trust Coun- 


E. Dougherty, 


cil and Life Insurance Agency Man- 
agement Association of Detroit. 
conimainneaneniemmanien 

















cAnnouncing — 


$225 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


























| Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit {Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 §,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 | 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 | 161,422 





























teed Increasing Insurability; 








ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
(c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium js waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbie — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 


If husband is dis- 











ACTUARY wanted for responsible posi- 
tion on actuarial staff of a large, expand- 
ing, mid-western life insurance company, 
long active in all phases of Ordinary, Group 
and Individual Accident and Sickness in- 
surance. If not a Fellow in the Actuarial 
Society, he must be at least an Associate, 
actively pursuing the Fellowship examina- 
tions. Experience in the Ordinary Branch 
of a life insurance company preferred. 
Excellent opportunity for advancement and 
broadening of experience. Fully modern 
Home Office building with pleasant work 
surroundings, liberal pension and welfare 
plans, personnel and salary policies. Write 
Box 2671, The Eastern Underwriter, 93-99 
Nassau Street, New York 38, N. Y. 











Old Equity’s Drive For 


New Agents, Executives 

In an all-out drive to attract agents 
and executives for new territories, the 
Old Equity Life last week announced its 
commission schedules. “Our schedules 
have played an important role in recruit- 
ing highly qualified personnel and in 
making possible our phenomenal growth 
of the last few years,’ Orrin M. Nei- 
burger, president, explained. 

“A large number of immediate open- 
ings have been caused by our continuing 
expansion,” he added. The announced 
schedules apply to all health and acci- 
dent, accident, hospital and medical 
policies issued by the company. 

The commission for the agent consists 
of 100% of the first three months’ pre- 
mium, plus the entire policy fee. There 
is also a guaranteed 10% renewal com- 
mission paid each month. When policies 
are sold on a quarterly basis, the agent 
keeps the entire three- month premium 
plus the policy fee. With annual pre- 
miums, the agent keeps the first quar- 
terly premium, the entire policy fee, 
and 10% of the difference between the 
quarterly premium and the annual pre- 
mium charged. 


Other inducements offered by the 
company include 25 prospects every 
week; a unique audio-visual sales pre- 


sentation, and a complete sales portfolio. 

Mr. Neiburger said that openings now 
are available in Indiana, Illinois, Mis- 
souri, Kentucky, Ohio, Michigan, Florida, 
Minnesota, Tennessee, Arkansas, and 
Louisiana. Opportunities in other terri- 
tories will be announced in the near 
future seeking state managers, super- 
visors, and home office executives as 
well as agents, 





New Agency Sets Record 

The Eugene G. Koch agency, St. 
Petersburg, has been cited by the 102- 
year-old Northwestern Mutual Life as 
the firm’s first general agency ever to 
“begin from scratch” and end its first 
full year of operation with more than 
$5.2 million in life insurance sales, In 
addition, Mr. Koch was commended for 
sales by individual new agents, two of 
whom had new premiums of $32,000 each 
in 1958. 

The record-breaking agency, NML’s 
first in Florida since 1871, was opened 
in St. Petersburg on November 1, 1957, 
on a completely “scratch” or “cold” basis 
—with no agents other than Mr. Koch 
and with no established backlog of busi- 
ness or company policyholders, 


(ireat-West Changes 


Page 3) 





(Continued from 


year. In 1956, he was appointed associate 
actuary, 

Mr. Jex joined Great-West Life in 
1947 as assistant Group secretary. He 
has subsequently held the appointments 
of Group secretary, 1948-50, assistant 
Group actuary, 1950-56, and associate 
Group actuary. 

Mr. Parsonage joined the company in 
1950, He was appointed an actuarial as- 
sistant in 1954 and promoted to assistant 
actuary in 1956, 

Four of the five appointees are grad- 
uates of University of Manitoba. Mr. 
Bradshaw is a graduate of McMaster 
University. 
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Washington National 
Promotions Announced 


THREE 3rd VICE PRESIDENTS 
Duisen, Knudsen and Mueller Named; 
Five Division Managers Appointed 
Assistant Secretaries 





Washington National Insurance Co., 
Evanston, IIl., announced promotions and 
new assignments for ten home office as- 
sociates. Promoted to third vice presi- 
dent were A. B. Duisen, administrative 
secretary; Alvin W. Knudsen, assistant 
secretary and manager of the Ordinary 
record division; and Robert Mueller, 
regional director of agencies, general 
agency division. 

Mr. Duisen, a 27-year veteran with 
Washington National, is in charge of 
the district weekly premium record di- 
vision, including policy issue, underwrit- 
ing, audit, home office debit, surrender, 
policy change, and the district Ordinary 
division. In his early career with the 
company, he served in the district agency 
field force as an agent, superintendent, 
cashier, and home office representative. 
In 1944, he was assigned to the district 
agency division in the home office and 
served in various capacities in the di- 
vision before his 1955 appointment as 
administrative secretary in the district 
agency department. 

Mr. Knudsen’s service started in 1926 
when he moved from Des Moines to 
Chicago and went to work for National 
Life. Through the National Life—Her- 
cules merger and then the Hercules— 
Washington National merger, he trans- 
ferred to the Washington National home 
office. At the time of the latter merger, 
he was placed in charge of Ordinary 
record and made assistant secretary. 

Mr. Mueller, who joined Washington 
National in 1952, served as an agency as- 
sistant during a ten-month training 
period. In January, 1953, he was pro- 
moted to regional director of agencies 
and in this capacity is in charge of the 
northeastern section of the United 
States. 

From 1937 until employed by Wash- 
ington National in 1952, Mr. Mueller 
served first as an agent with Prudential 
and finally as an assistant manager of 
the Chicago Ordinary office. In this 
latter capacity, he was in charge of 
recruiting, training, and supervision of 
agents. 

Five of the company’s division man- 
agers who received assistant secretary 
appointments are Earl Borgeson, acci- 
dent and sickness underwriting divisions; 
Ralph Ellickson, district Ordinary; Ray 
G. Germann, special services; B. B. 
Rogers, Ordinary underwriting; and 
John Zahn, tabulating. 

Carl G. Johnson, appointed assistant 
regional director will be supervising ac- 
tivities of district agency field represent- 
atives in Texas. 

An executive assistant appointment 
was received by Jack Kosick, who joined 
the home office staff in 1957, after having 
served as office manager of Washington 
National’s Nevonen Agency in Los 
Angeles. 





Dunn Named at Nashville 
For Mutual Benefit Life 


Edward C, Dunn has been appointed 
general agent in Nashville for Mutual 
Benefit Life, Newark, N. J. He succeeds 
Herschell Emery, general agent in Nash- 
ville for 11 years, who has retired from 
his management duties to devote his 
full time to serving his personal clients. 

Mr. Dunn joined Mutual Benefit Life 
in 1950 as an agent with the Detroit 
office. Three years later he was ap- 
pointed agency supervisor in that city 
and in 1955 received the company’s 
“Builder Award” as the outstanding 
Supervisor. Each year since joining the 
company, Mr. Dunn has earned member- 
ship in the President’s Club. Born in 
Tennessee, he graduated at Wayne Uni- 
versity, Detroit, with an A.B. in 1943. 


State Life, Indiana, 
Executive Changes 


LUCUS V. P., DIRECTOR AGENCIES 





W. J. Sullivan Vice Pres. and Actuary: 
William J. Kramer, Jr., To Succeed 
Paul Morrison as Auditor 





State Life of Indianapolis has elected 
Dihl H. Lucus vice president and director 
of agencies and William J. Sullivan vice 
president and actuary. 

William J. Kramer, Jr., was made 
auditor, filling the vacancy created by 


the impending retirement of Paul B. 
Morrison on April 1. after nearly thirty- 
four years of service. Mr. Kramer has 
been serving as assistant auditor since 
January, 1948. He has been with State 
Life since November, 1936, with military 


leave from 1941 to 1946. Mr. Kramer 
is an Associate of the Life Office Man- 
agement Association. 


Mr. Lucus has been director of agen- 
oe since he joined State Life on October 
1, 1951. He has been a member of the 
quality business committee of LIAMA 
for four years. 

Mr. Sullivan has been associated with 
State Life since June, 1946. He was 
appointed assistant actuary in September, 
1950, and in 1954, he was elected to the 
position of actuary. 


Guaranteed hesmnesbaiion 
A guaranteed insurability rider has 
been announced by Connecticut General 


Life, Mutual Of New York and Gen- 
eral American Life. This rider permits 
the policyholder to purchase, at certain 


specified future ages, additional limited 
amounts of permanent insurance without 
new evidence of insurability. 


Aetna Life Director 
Stanley M. Cooper, chairman of the 
Fafnir Bearing Co., New Britain, Conn., 
has been elected a director of Aetna 
Life and Aetna Casualty & Surety Co. 
filling the unexpired term of the late 
E. E. Cammack. 





“Double Disability” 
Isn't Double Talk 


Generally, 1% of face amount is allowed for disability in- 
come riders in Life policies. But Occidental broke that 
pattern with what our field force enthusiastically calls 
“Double Disability.” 


Double Disability allows an income up to 2% of face value 
—just double the usual amount—with a $500 limit. This 
gives your clients more income on a proportionately 
smaller face amount. 


We go further. We'll even add Double Disability to level 
Term. If the Term policyholder becomes permanently 
disabled, we (1) waive the premium; (2) pay a monthly 
income of $20 per thousand; (3) change the policy to 
Ordinary Life at the end of that term; (4) continue to 
pay income plus waiving the increased premium; and 
(5) pay full face amount at death. 


When we say “Double Disability” we really mean it. 


pay Lifetime Renewals...they last as long as you do! 
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We’ve never heard of any TERM IN- 
SURANCE RATES more competitive 
than ours for amounts under $25,000. 
For example: At age 35, a 5-year term 
policy renewable and convertible to age 
60 costs only $6.58 per thousand ($10,- 
000 minimum policy). Call me today for 
other low term rates. 


PAUL FISHMAN, Brokerage Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 


Ylssurance Com, ePany 








Rentner Agency, N. Y., Again 
Leads the Berkshire Life 





RENTNER 


HILLIARD N. 
For the sixth consecutive year the 
Hilliard N. Rentner Agency of Berkshire 
Life in New York led the company 
countrywide both in volume and pre- 
miums for 1958, showing a 30% increase 
in paid-for The 
now starting its eighth year and the out- 
look is bright. 

General Agent Rentner reports that 
in 1958 “our new first year premiums 
were the largest in Berkshire’s history 
agency, Volume also reached a 
Six new full time producers 
agency last year, giving it a 
22 full time pro- 
department activity 


premiums, agency is 


for any 
new high.” 
joined the 
present manpower of 
ducers. Brokerage 
was also expanded. 

In addition the Rentner Agency made 
an increase in 1958 of over 120% in 
pension trust new business. Further 
steps are now being taken to expand 
this department. 


E. E. Rhodes Dies 


Edward Everett Rhodes, 90, honorary 
chairman emeritus, Mutual Benefit Life, 
and with that company 60 years when 
he retired in 1946, died Monday in Pres- 
byterian Hospital, Newark. Long one of 
the greatest figures in the actuarial 
world but exerting tremendous influence 
throughout the business over a _ long 
period, he had been chief executive of- 
ficer of the company for a number of 


years. In next week’s issue of The 
Eastern Underwriter an extended ac- 
count of Mr. Rhodes’ career will be 
printed. 





O. Blake Willcox Dies 


O. Blake Willcox, 50, of Prudential’s 
legal department, died ‘at his home in 
Englewood, N. J., January 19. A gradu- 
ate of Hotchkiss School, Princeton and 
Cornell Law School, he began his legal 
career with the law firm of the late 
Arthur T. Vanderbilt, who became chief 
justice of New Jersey Supreme Court. 
Mr. Willcox was a former president of 
Dwight School for Girls, Englewood, 
N. J. In World War II he served in 
the Pacific theatre with Army Air 
Force. He leaves a widow, mother, two 
sisters and a brother. 





Bult Named at Salt Lake; 
Griffin at Baltimore 


Appointment of Eugene H. Bult as 
general agent at Salt Lake City and 


James A. Griffin, Jr., as general agent at 


Baltimore has been announced by the 
Connecticut Mutual Life. 
Mr. Bult, a native of Salt Lake City, 


majored in business marketing at Uni- 
versity of Utah and entered the insur- 
ance business following his graduation 
in 1950. He is active in the Salt Lake 
City Life Underwriters Association and 
the Junior Chamber of Commerce. Dur- 
ing World War H, he served with the 
Coast Guard in the South Pacific. 

Mr. Griffin succeeds Thomas W. Har- 
rison, Jr., who first joined the company 
in 1926 and has been general agent since 
1945. A Duke graduate, Mr. Griffin be- 
came an agent for Connecticut Mutual 
in 1945. He has qualified for the Million 
Dollar Round Table and has also re- 
ceived the National Quality Award five 
times. Mr. Griffin is past president of 
Kiwanis Club of Towson and Baltimore 
Chartered Property and Casualty Un- 
derwriters Association and board of 
trustees of Towson Presbyterian Church. 
Currently he is an elder of that church 
and a director of the Southland Hills 
Improvement Association. 


Irvin V. Miner Appointed 
General Agent for Patriot 





Irving V. Miner, left, marks the sign- 
ing with Patriot by presenting $1 million 
in business to Patriot Vice President 
Arthur W. Theiss, right, and Secretary 
Thomas F. Newman. 


Th Miner Agency, Inc., has been ap- 
pointed general agent in New York for 
Patriot Life, Arthur W. Theiss, Patriot 
vice president, announced. The agency 


is located at 10 East 52nd Street. 

Mr. Miner, head of the agency, marked 
the signing ‘with Patriot by presenting 
$1 million of life insurance applications. 
Before forming his own agency, Mr. 
Miner was with Eastern Casualty, North- 
eastern Life and Woodmen of the World 
Life Insurance Society. He is a member 
of the Life Supervisors Association of 
New York and the Life Underwriters As- 
sociation of the City of New York. 

A graduate of Brooklyn College, Mr. 
Miner was in military service for five 
years. He was originally in the editorial 
and publicity department of the Federa- 
tion of Jewish Charities and on the 
editorial staff of the Insurance Advocate. 

Patriot Life, formed in 1953 as a sub- 
sidiary of C. I. T. Financial Corporation, 
has $1 billion of life insurance in force 
and $40 million in assets. Headquarters 
are in the C. I. T. Financial Building 
at 650 Madison Avenue. 





Louis A. Cerf Dead at 95 


Louis A. Cerf, former Mutual Benefit 
Life general agent in New York, died 
in Montclair, N. J., Tuesday. 

Mr. Cerf, who was 95, was the father 
of Louis A. Cerf, Jr.. New York general 
agent for State Mutual. 








production record of 


95 Madison Avenue 





A Wilbon ere 


to all of our agent and broker friends in Greater New 
York who contributed substantially to our agency’s 1958 


$12,000,000 Paid-for 


(Not Including Term Riders) 


We’re proud of this performance, our biggest and best 
to date. For the 2nd consecutive year we are Continental 


American’s LEADING AGENCY. 


Norman K. Rosen, CLU, and Alvin Vogel, CLU 
Marvin Gritz, Brokerage Mgr. 


THE ROSEN-VOGEL AGENCY 
CONTINENTAL AMERICAN LIFE INSURANCE CO. 


Wilmington, Del. 


MU 6-6322 


New York, N. Y. 




















LIFE ACCIDENT-HEALTH 
OPPORTUNITIES 
$16,500—$8,500 mT 


_- $16,500 
15,000 
12,500 
9,000 
10,000 
8,000 


Chicago—Life Actuary 
East—Life-Asst. to Pres. 
Midwest—Life-Asst. Agency Dir. 
Chicago—A. & H. Statistical Supr. 
South—A. & H. (Indv.) Sales Mgr. 
South—Life-A. & H. Undr. 


East—Group (Home Off.) 
Adminis. 





eS, 
Sf 


Write us about your employment situation. 
Facilities for placing men actively in the 
market or for men interested only in unusual 
opportunities. Confidential handling of all 
inquiries. 

Write for HOW WE OPERATE. No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Ransom Named at Topeka 
For General American 


Charles W. Ransom has been ap- 
pointed general agent in Topeka for 
General American Life. Formerly asso- 
ciated for 12 years with the Equitable 
Society he became a district manager 
in 1948, and in 1952 was appointed de- 
partmental manager of salary savings in 
Kansas City for an 1l-state area. 





“Chuck” Ransom is a well known 
sports name in Kansas. A Kansas Uni- 
versity letterman, he played basketball 


He played Amateau Ath- 
12 years and 


AAU 


and _ baseball. 
letic Union basketball for 
in 1936 played for the national 
basketball champions. 

The new Topeka 
active in the Elks, 
and Kansas City Athletic 


agent is 
Legion 


general 
American 
Club. 





Minimum Deposit 


(Continued from Page 1) 


letter to company general agents on 
December 31 announcing new safeguards 
against the abuses of the minimum 
deposit plan. 

In his letter Mr. Schaaff placed upon 
the company’s general agents respon- 
sibility for controlling the volume and 
the quality of financed life insurance 
submitted to the company by full-time 
representatives. In order to assist in 
controlling such business received from 
outside sources, Mr. Schaaff announced 
that under a broker’s contract commis- 
sions payable on Executive Protection 
policies would be redistributed, with first 
year commission substantially reduced 
and renewal commissions payable from 
the second through the 10th policy year 
increased to offset the decreased first 
year commission. 

He indicated that a careful study of 
minimum deposit sales had been made, | 
which clearly showed that the Massa- — 
chusetts Mutual was not guilty of abuses 
in the replacement of old business. “Be- 7 
cause we feel so strongly that this 
matter should be absolutely controlled, 
however, we have developed a new form 
for use with Executive Protection appli- 
cations which requires the soliciting 
agent or broker to answer the following 
questions: 


Questions Now Asked 


“1. Is the first premium or any future © 
premiums to be financed by a loan in 
whole or in part? 4 

“2. Have arrangements been made for 
systematic repayment of the loan? ; 

“3. Has a policy on this life in any © 
company been surrendered or placed on | 
a non-premium basis in the past six 
months, or is there any contemplation : 
of such procedure during the next six 7 
months ?” 

Mr. Schaaff also announced that the 7 
company had extended the use of its 7 
Fifth Dividend Option at the time of 7 
issue to all permanent contracts calling 
for ten'or more annual premiums. 
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9 4 Jan 


I thought we had this job for DECEMBER ’59 Charlie! 


BILLION 


OF LIFE INSURANCE IN FORCE 


1C 
ce 
1€ 


le Pa right, but the GO COMPANY, 

REPUBLIC NATIONAL LIFE 

VW A 7" \") of Dallas, got there away ahead of time” 
ADK 


oa 1928 IE KY: 1948 JUNE 1956 
es : LIFE INSURANCE IN FORCE $1,005,000.00  $30,101,508.00  $136,402,364.00 $1,000,000,000.00 


| Now Mote Than ‘Z, 00 0, UNI, / 000” 





IN FORCE 


x 
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“The only way to 


GROW is GO 


...and now 


We Ke going for 





in record time.’ 


Pd 2 
THEO. P Beasley gm 
President 
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LIFE e ACCIDENT © SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT e HOSPITALIZATION 
GROUP e FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES 











7 


iy 





4 
Illi 


Dr 
ance, 
welcc 
wher 
suran 


orgal 


Un 
Hitot 
he le 
were 
direct 
ciatio 
Life; 
Insur 
Sekid 
suran 
Suela 


© Sekid 
e insur< 
® the e 
» of In 


) Lectu 


Wh 


' two s 


4 Mehr 
7 No T 


Dr. 


min Jay 
» partic 
me life i 
© attend 
mare as 
eto th 
» lecture 
pnot u 
> Durin: 
Pized \y 
» Here 

) then 

min th 
© studen 
P indivic 


a 


Ger: 


broker 
4 Califor 
office. 


cident 
appoin 
early i 


& 


| Life Insurance,” 
‘lated into Japanese, (as have several of 
‘his insurance articles,) and “Principles 
'of Insurance.” 


J 
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} Dr. Mehr’s Trip To The Orient 


Illinois Professor of Insurance Warmly Received; Gave Two 
Sets of Lectures 


Dr. Robert Mehr, professor of insur- 
ance; University of Illinois, was warmly 
welcomed during his recent trip to Japan 
where he met leading professors of in- 
surance and officers of insurance industry 
organizations. 


studied in America. They believe the 
American system requires the student 
to do more work. 

“IT was greatly impressed by the 
hospitality of the people I met, did not 
see how such a trip could be more 


Japanese Luncheon in honor of Dr. Mehr. 


Universities he visited were Meiji, 
Hitotsubashi, Waseda and Keio, where 
he lectured. Among some notables met 
were Dr. Shozo Naguchi, executive 
director, Japanese Life Insurance Asso- 
ciation; Nakaru Itami, Dai-ichi, Mutual 
Life; H. Ichikawa, Fire and Marine 
Insurance Association of Japan; Mr. 
Sekido of Yasuda Fire and Marine In- 
surance Co.; and professors Kimura, 
Suelaki, Sono, Kono and Katsurago. Mr. 
' Sekido is a member of the nuclear energy 
insurance committee of Japan and of 


‘the editorial committee of the Journal 


of Insurance Science. 


_Lectured Before Industry Associations 


While in the Orient Dr. Mehr gave 
two sets of lectures—one before the fire 


' and marine insurance association on the 
‘subject of multiple line underwriting; 


and the other to the Life Insurance 


' Association on inflationary economy. 


Dr. Mehr’s two books are “Modern 
which has been trans- 


One thing which greatly impressed Dr. 


' Mehr was Japanese respect for scholars. 


"No Text Books in Preliminary Course 


Dr. Mehr said the educational system 
in Japan and the U. S. differed in many 
particulars. In the initial courses on 
‘life insurance the Japanese students 


"attend large lecture classes and mostly 
Pare asked on examination to give back 


fto the teacher the 
lecture as he gives it. Te 
Phot used in these preliminary courses. 


substance of his 
Text books are 


p During later courses seminars are organ- 
fized which may continue for two years. 
Here the student will read books and 
then discuss them with his teachers. 
In the more advanced seminars the 
students prepare research reports on 
Mndividual topics. 
“IT met several 


Japanese who have 





—— 


Gerald E. Bushmz in has been appointed 
Hbrokerage manager in Occidental Life of 
California’s Whittier, California branch 
Foffice. He has been associated with Oc- 


“cidental in Whittier since 1955 and was 


appointed assistant branch 


early in 1957 


manager 


enjoyable.” 

Dr. Mehr also visited Hong 
where he addressed the Economics 
Society of the University of Hong Kong. 





CASE 


SPECIALISTS 


TOUGH _ Bernarp A. HAAS AGENCY 


MUrray Hill 2-3963 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 





Kong 





QUEENS VILLAGE 29, NEW YORK 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Phoenix Mutual School 


For Group Supervisors 
As part of Phoenix Mutual’s expanded 
field, 
first 


the Group insurance 


has 


program in 
the 
Group supervisors’ 
office in Hartford, 

The school was conducted by the com- 


its 
the 


company conducted 


school at hom: 


pany’s Group sales division with mem- 
bers of the home office underwriting and 


actuarial staffs participating. 


NALU Committee Chairmen 
Paul R. Green, a trustee of NALU, has 
been appointed chairman of the organi- 
on resolutions. He 
Pritchard, 1958-59 
president of NALU. Mr. Green is 
Seattle general agent for Aetna Life. 
Mr. Pritchard reappointed two com- 
mittee chairmen, as follows: 
Committee on elections—George C. 
Treadway, Peoria, Ill, New York Life; 
committee on credentials—Herbert J. 
Baum, Birmingham, Protective Life Gen- 


committee 
Oren OD. 


zation’s 
succeeds 





eral Agent. 


A WELL-BALANCED COMPANY 


NEW IN 1959 


... Executive Special—30 Payment Life 


$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 


ance Plans. Term Riders may be added. 
Disability Benefits, both Waiver and 


Income. 


..-Lower Rates for Women 


3-year set-back in age on four major 


Fidelity minimum amount policies. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 








Atlanta Group Manager 
For State Mutual Life 


ERNEST T. MICKEY 

has been appointed 
Mutual Life of 
office, accord- 
Vice Presi- 


Ernest T. Mickey 
Group manager of State 
Atlanta Group 
announcement by 


Willson. 


America’s 
ing to an 
dent Alan R. 

A graduate of the University of 
Missouri in 1941, Mr. Mickey spent five 
years in the Navy during World War II. 
He rose to the rank of lieutenant and 
commanded an LST. 

For the past twelve years he has 
represented General American in Kansas 
City and Atlanta. 


California Leading State 
In NALU Membership 


California has now topped New York 
st bn in memberships in NALU it was 
announced at NALU headquarters. Cali- 
fornia thus becomes the leading state 
in membership. California ended the 
year with 5,911 members, 44 more than 
New York. New York had been the top 
state in membership since 1945. 


Canada General To Build 


The Dominion of. Canada General In- 
surance Co, will build a 10-story, $3 mil- 
lion-plus building at Adelaide Street and 
University, Tronto. Completion target 
date is early 1961. 

Reasons for its 
stay within the central 
and at the same time 
where real estate values 
teriorate.’ 

The 72-year-old Canadian firm, headed 
originally by Sir John A. MacDonald, 
forecasts doubled business in the next 
20 years, according to President Henry 
S. Gooderham. 

Number of employes 
35% in past six years, the 
outgrown three buildings. 


location choice: “To 
financial district 
locate in an area 
will not de- 


has_ increased 
company has 
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Brokers Must Provide Counsel On 


Life Forms To Meet Business Needs 


By RicHarp J. WEGHORN 


Manager, Life Insurance Department 
John C. Weghorn Agency, Inc., New York 


The ever-increasing business need for 
many kinds 
means that if they are 
their assureds the broad insur- 
service that demands 
become life as 


coverages of 
brokers, 


life insurance 
clearly 
to give 
ance the market 
today, 
well as fire and casualty lines, 

The recent survey prove 
point somewhat 
American 


must experts in 
results of a 
the emphatically, if 
surprisingly. Made by The 
Press among weekly newspaper publish- 
as one important busi- 
this showed that 
businesses, only 24% have 
use and occupancy insurance on their 
plant facilities, while 38% of them are 
Group life insurance policyholders, 

Some 600%, the survey, 
have Group hospitalization and medical 
have life insurance on 
key executives naming the business as 
the beneficiary, 31% have Group acci- 
dent and sickness, and 4% have Group 
annuity plans. 

The survey brings up the fact that, for 
example, Group hospital and medical 
plans rank fifth, and Group life insurance 
plans seventh among all forms of pro- 
tection carried by the publishers, topped 


ers of the U. 
group, 
among these 


ness survey 


according to 


coverages, 17% 


only by fre, extended coverage, plate 
glass, machinery, general liability and 
compensation. 

Although for the most part they are 
not large businesses, these weekly pub- 
lishing enterprises are commercial risks. 
What is more important, the need for 


life insurance protection that this survey 
reveals is not peculiar to this business 
but is common to all business, large and 
small. Even more important, it is a need 
that is increasingly recognized and 
should require a minimum of selling 
effort and education to obtain action. 

There are, of course, a large number 
of life insurance coverages that are 
specially adapted to business needs. 
The needs vary widely, however, from 
one business to another, and with the 
circumstances of the individuals operat- 
ing the business. 

In a hace for 
vivor’s purchase agreement backed by 
life insurance has saved many a firm 
from serious financial trouble that would 


example, a sur- 


otherwise have followed the death of a 
partner, and forced liquidation of his 
interest for tax purposes. Again, for 


tax and other reasons, life insurance is 
being used effectively as part of many 
incentive compensation programs. 

Has Advantage Over Life Agent 


The need is there and the potential 
for business is in the individual broker’s 


files. He has a valuable advantage over 
the Ordinary life insurance agent in 
knowing the prospect’s business in- 
timately, and is thus better able to 


evaluate his life insurance requirements 


relate to the business. 

Moreover, he has the opportunity, in 
consulting on other protection from time 
to time, to discuss such essential busi- 
ness forms as surviving partner, key 
man, salary continuance and deferred 
compensation as they apply to a specific 
business. 

Unlike a move to expand operations in 
property insurance, the facilities for 
handling life insurance are already avail- 
able to the broker. For one thing, it is 
normally a one-time sales effort, and 
once sold requires little servicing beyond 
a periodic review for possible readjust- 


as they 


ment or expansion of the protection. The 
company even relieves him of the re- 
sponsibility for premium notices and 


collections. 
The expense involved in soliciting life 








EMIL PANGAL 





Emil Will . Happy to es You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 

Near Ann St., Y. 
Phone: WOrth 2 2514 
Firm charge accounts welcome; also member 
of Diners and American Express Charge Clubs. 


Make Your Reservation Now for Holiday Parties 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








insurance business is also reduced by the 
highly effective sales and allied material 
made available by the companies seeking 
brokerage business. With this material, 
and the educational and sales clinics that 
are also provided, the time and effort 
needed by the broker in preparing to 
handle life insurance is minimized. 

In sharp contrast, a drive for general 
business can be costly in relation to the 
substantial investment of time and added 
facilities required. Servicing this busi- 
ness takes time and effort, and the net 
gain in income from such expansion can 
be disappointing. 


On the other hand, if the broker can 
develop substantial volume from life 
insurance, the higher net return may 


make it possible for him to drop mar- 
ginal, troublesome business which boosts 





AUTO, FIRE and CASUALTY AGENTS and BROKERS 







win your 
fight 

against 

SHR 


We'll show you hhw— 
and help you do it! 


Many general insurance agents and brokers are fighting— 
and winning—the battle of diminishing returns on Auto, 
Fire and Casualty lines today. They do it by selling 


Postal Life Insurance to their clients. So can you. 

Your clients are buying life insurance from someone every month. 
They should be buying from you. If not, we will start immediately 
to help you produce a substantial volume of life sales. 








SELLING LIFE THE POSTAL WAY: 


4. You get important, on-the-spot help 
in closing sales from members of 
Postal Life’s experienced team. 


| LOOK AT THE MANY OTHER ADVANTAGES OF 
| 
| 


| 
| 2. You get preparation of proposal forms 
| designed for maximum selling impact. 


| 3. You can qualify for continuous serv- 
ice fees and up to $10,000 free group 
insurance. 


4, You get a top New York Agent’s 
contract. 

You get liberal underwriting, and 
special consultation and assistance on 
difficult cases. 


6. 45 important as anything, you get the 
advantages of working with Postal— 
a New York Company more than 
50 years strong . .. a Company grow- 
ing far faster even than the dynamic 
life insurance business itself. 























United oe Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 
The U States \ ; 
yy py lee 














Start right now to improve your sales and profit position by selling Postal Life. 


Write fully, in confidence, 


about your situation to Donald L. 


Smith, Director of 


Agencies, suggesting a convenient time and place for a meeting that will give you 


complete details. 


For the present, Postal Life must limit this offer to general insurance agents 
and brokers located in Connecticut, Delaware, District of Columbia, Illinois, 
Indiana, Maryland, New York, Pennsylvania, and Virginia. 


POSTAL LIFE 
Pred. 


GeEorGE Kotopny, President 


511A FIFTH AVENUE, NEW YORK 17, N.Y. 
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overhead and may even represent a net 
loss under proper rules of cost account- 
ing. 

Finally, and not least important, the 
comprehensive service provided by the 
broker who is active and capable in 
programming his clients’ needs for liie 
insurance is solid protection against the 
competition which does offer complete 
service and in this way may jeopardize 
or take away the whole line. 

It is important to remember that for 
the broker this is not the kind of service 
that, like so much of the work he must 
do for his assureds, goes unrewarded. 
Most forms of life insurance and annuity 
programs involve substantial commis- 
sions and more than justify the effort 
that goes into programming the needs 
of each assured, 

The current trend in the insurance 
business today strongly indicates that 
the broker who wishes to prosper and 
grow has little choice on whether or not 
he will expand into life insurance cover- 
ages. His failure to move into this in- 
creasingly-important field not only for- 
feits the added income it would provide, 


but by constricting the scope of his 
service to assureds, jeopardizes the 
relationships on which all his other 


business depends. 

In my opinion, the time has come when 
brokers must act or be left behind in 
a competitive situation which is more 
intense than ever before in the history 
of the business. 





LOMA Committee Named 

James B. McIntosh, vice president and 
assistant to the president, New England 
Life, has been appointed chairman of the 
1959 annual conference committee of the 
Life Office Management Association, ac- 
cording to an announcement by Everett 
H. Lane, president of the Association. 

Those serving with Mr. McIntosh to 


formulate the program for the 36th 
annual conference, scheduled for the 
Edgewater Beach Hotel, Chicago, Sep- 
tember 28-30, 1959, are: 


Stevens secretary, Connecti- 
Chris C, Hamlet, secretary, 
George Ryrie, vice presi- 
dent and assistant general manager, 
North American Life Assurance; Hess 
T. Sears, administrative vice president, 
Equitable Life of Iowa; Henry Dawes, 
director of Personnel, Connecticut Gen- 
eral; Robert C. Perry, first vice presi- 
dent, State Farm Life; A. C. Vanselow, 
vice ‘president and comptroller, Franklin 


Life. 


Ward F. 
cut Mutual; 
Home Security; 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, J.) 
Headquarters for top grade executive 
class business. 
Ideas! Ideas! Ideas! 


Ist Year Cash Values 
Extremely high early cash values! 
Dividends 1st Year (contingent on = ff 
ment of at least 1/4 of 2nd year premium 


One Year incontestable—not two! 
Ideas! Ideas! Ideas! 
"We are easy to do business with.” 








NASHEM AGENCY 


110 East 42nd Street 
New York I7, N. Y 
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se We the undersigned are proud to pay this tribute to our General Agent, David B. 
“a ‘ Fluegelman, C.L.U., who in 1958 marked his fifth anniversary with the Connecticut 
vd \ Mutual Life. 
P| 
ds Under his inspiring leadership this Agency made a 41% increase in paid-for volume, 
ce § to $15,759,540 for 1958, and ranked fourth among all agencies of our Company, up from 
d : ° 
ot / eleventh place in 1957. 
a j 
4 4 We are especially pleased about this record because, of 30 full time producers in the 
11S 3 
= 4 Agency, ten of us have less than one year’s experience in life insurance, five have served 
on ff two years or less, three of the men three years or less and four with under five years. The 
in : 
rs 4 other seven men and our General Agent have a total of 180 years of life insurance 

: experience. 
* So, we have the enthusiasm of youth combined with the judgment of maturity. 
nd 
he 
he 
“i CLERICAL STAFF SALES FORCE 
ott ; 
nf Eugenia Adamack Gerald Abeles Stephen Kirshner 
ws Margaret Curley Merril P. Arden Alan H. Lederman 
a Mary Eileen Fleming Harvey Blutstein Arthur B. Levine 
P- Claire Goldberg Denis K. Copeland Ned A. Miller 
i OD Charles E. Hover John Ward Cunningham William V. Pickett, Jr. 
ry, Ef Dolores Kileen E. Brian Dean L. James Rivers 
i; 5 Anne Frances Maranghi John H. Demetriou Markham F. Rollins, Jr. 
r &§ 
Marion Little Perlman Louis J. Fink Harold Satran 
nt, Winifred M. Shuffler Harris M. Freedman Herbert B. Scheibner 
eS Ellen Singer Barry L. Gipstein Robert O. Segal 
= Esther Stoopack Solomon H. Goldberg Geraldine Simons 
in & Edith Trestman Edmund Grasheim Benedict J. Spadaro 

Eve F. Ward Vincent W. Hatala, Jr. Richard G. Wasserbauer 

“te Alfred S. Howes Robert L. G. White 

: Sanford Karp John F. Wilson 

Lester Kerper Henry Coffeen Williams 
Elliot H. Winston 
The David 8. Htuegebnan Agency, 342 Madison Ave, New York 17 



































Hancock Home Office Appointments 


Appointments of Charles E 
Jr., and Gerald F. 
superintendents of 


Firestone as assistant 


gencral agencies 


have been announced 


John Hancock, 


the 





GERALD F. FIRESTONE 


by George Vinsonhaler, second vice 
president of the company. Mr. Vinson- 
haler has also announced the promotion 
of Richard A. Secrist, CLU, to brokerage 





RICHARD 


A. SECRIST 


consultant in the general agency depart- 
ment. 
Associated with the John Hancock 
since 1956, Mr. Baldwin has been a field 
assistant in the general agency depart- 
ment since 1957. He attended Carnegie 
Institute of Technology and was grad- 
uated from New York University with 
a Bachelor of Science degree in meteo- 
rological engineering. He also studied 
business administration at George Wash- 
ington University and Boston U niversity, 
Mr. Firestone began _his association 
with the Hancock in 1952 when he joined 
the company’s Ray J. Havert Agency 
in Los Angeles. Since 1957 he has been 


Director of Life Sales 
Kenneth R. Willis, 27, has been named 
director of life sales at Time Insurance 
Co., Milwaukee. A University of Wis- 
consin graduate, he has been an under- 
writer and director of the special risk 
division since joining Time in July, 1957. 

He is a Chartered Life Underwriter. 


Baldwin, 


for 


a field assistant in the home office gen- 
eral agency department. He was a mem- 
Association of 


Asso- 


Supervisors 
Life Underwriters 


of the 
Angeles, 


ber 


Los 


BALDWIN, 


JR. 


CHALE» E:. 


of Angeles, and the Beverly 
Association of Insurance Agents. 
The promotion of Mr. Secrist follows 
his position field assistant which he 
has occupied since 1957. Associated with 
the John Hancock since 1948, he is a 
native of Massillon, Ohio, and an alum- 
nus of Ohio State University. He re- 
ceived his CILU designation in 1956. 


ciation Los 


Hills 


as 


Named Market Development 
Associate by Mutual, N. Y. 


Theodore David Propper has been ap- 
pointed market development associate by 
Mutual Of New York, it was announced 
by Stanton G. Hale, vice president for 


sales. In his new position, Mr. Propper 
will saa in establishing new markets 
and developing present ones for MONY’s 


life and accident and sickness insurance 
products, 

Mr. Propper was 
Grey Advertising Agency, Inc. 
director and administrative manager 
the marketing and iT department. 

\ native New York City, he at- 
tended Lehigh University, where he was 
a member of Pi Lambda Phi fraternity. 
He has taken additional courses at New 


with the 
as project 
of 


formerly 


of 


‘ork University, Columbia University 
and Hofstra College. Mr. Propper served 
as an officer with the Army Air Corps 
during World War II. 


Great Southern Meeting 

Managers of Great Southern Life’s 
agencies in seven states were in Houston 
last annual 
operations review and planning 
President Pat M. Greenwood announced 
that 1959 is the company’s fiftieth anni- 
versary year the golden 
birthday observance include the passing 


27 


week for the company’s 


meeting. 


and plans for 


of two business milestones. 

Before the end of January, 
pated that Great Southern 
its one millionth life insurance policy, 
the company expects 
$1. billion life 


it is antici- 
will issue 
mid-year 
in force 


and by 
to 
surance. 

Besides 
assistant 
meeting. 

The meeting was under the direction of 
F. V. Olnhausen, vice president and 
manager of agencies. 


have in in- 
managers, five 
attended the 


the 27 
agency 


agency 
managers 





Membership in NALU 
Reaches All-Time High 


The National Association of Life Un- 
derwriters ended 1958 with an all-time 
high in membership and very near the 
year’s goal of 77,618, according to Wil- 
liam E. North, CLU, of Evanston, IIL, 
1957-58 membership committee chairman, 
The final tabulation for 1958 shows 77,518 
members, which is exactly 100 short of 
the goal and represents an increase of 
6,000 over last year’s figure. 

Membership committee included five 
regional chairmen who led their regions 
to fill their quotas 100% or more. They 
are Harry R. Pinney, CLU, Bankers Life 
of Nebraska, Oakland ; E. M. Hicklin, 
Occidental of N. C,, Burlington, Ne 
Sam B. Starrett, Jr., Guarantee Mutual, 
Omaha; Fisher E, Simmons, Jr., CLU, 
Pan-American, New Orleans, and Ben 
P. Atkinson, American General, Austin, 
Tex. 

Goal of the 1958-59 membership com- 
mittee is 85,000. C —— of the national 
conunittee is R. L. MeMillon, 


Virgil I. Lucas to Retire; 
Succeeded by G. P. Thomas 


Virgil I. Lucas, manager of the Lima, 
Ohio, agency of Union Central Life since 
1952, is resigning to devote full time to 
advanced underwriting. He is being suc- 
ceeded by George P. Thomas, formerly 
with the company’s Columbus agency. 

Mr. Lucas is an expert in business in- 
surance, employe benefit plans and estate 
and tax requirements as well as personal 
insurance, He is a native of Cloverdale, 
Ohio, received his high school education 
in Continental, Ohio, and attended Ohio 
Northern University. For a number of 
years he taught school and rose to the 
position of principal of the Cloverdale 
Consolidated School. 

Before entering the insurance business, 


Mr. Lucas joined the Westinghouse 
Electric Corp. in Lima, where he taught 
management and engineering courses, 


and supervised aptitude t testing and the 
shop training instruction program. He 
later became sales manager for a fran- 
chised dealer of Lustron pre-fabricated 
homes in Lima. His first insurance con- 
tract was with Northwestern Mutual, 
where he had an excellent sales record. 
He has served as president of the Lima 
Life Underwriters’ Association. 





Friedrich Joins Allstate 
Alfred W. Friedrich has joined the 
Allstate Insurance Companies, Skokie, 
Ill., as a regional office life sales super- 
visor. Upon completion of Allstate’s 
management training program his duties 
will include development of life insuranc> 


production as well as coordination of 
accident and sickness sales at one ot 
Allstate’s 30 regional offices. 


Priar to joining Allstate, Mr. Friedrich 
was brokerage division manager of the 
Knickerbocker Agency of The Pruden- 
tial in New York. He entered the life 
insurance business in 1951 as an agent 
and served as brokerage supervisor with 


United States Life. ; ; 
Mr. Friedrich is presently active in 
the United States Junior Chamber of 


Commerce, Young Men’s Board of Trade 
of New York and the Life Supervisor’s 
Association of New York 





State Mutual Group Leader 

The Fred M. Selling agency. 67 West 
44th Street, New York City, led all State 
Mutual Life agencies in Group premium 
production during 1958, it was announced 
by vice president Alan R. Willson. 

Mr. Selling will receive the annual 
Group Leader Award at State Mutual’s 
general agents and managers meeting 
next month. He also won this award 
for his 1956 Group production. 

The Selling agency led i in life, casualty 
and combined premium production, 
though it was second to Providence in 


Group life volume. Runner-up for the 
Group Leader Award was the John 
Pennington agency in Buffalo, which 
won the award in 1957, 


Guardian Life Actuary 


ZEIGER 


EDWARD C. 


As announced in a recent issue of 
The Eastern Underwriter, Edward C. 
Zeiger has been appointed actuary by 


Guardian Life. Mr. Zeiger, who is a 
graduate of Stevens Institute and holds 
a master’s degree from Columbia, joined 
Guardian in 1936, was named assistant 
actuary in 1948 and associate actuary in 
1954. He is a Fellow of the Society of 
Actuaries, 


Atlanta Group Office 
Leads Mutual Of New York 


Mutual Of New York’s Atlanta Group 
office has been named the company’s 
Group office of the year for 1958, it was 
announced by Richard Ps Learson, vice 
president for Group insurance. Atlanta 
earned this distinction by — leading 
MONY’s Group offices throughout the 
country in qu: intity and quality of pro- 
duction of Group insurance and employe 
benefit plans. Frank Miller is regional 
Group manager in Atlanta. 

MONY’s Los Angeles Group office, 
headed by Thomas FE, Throp, ranked 
second for the year, and the New York 
— directed by Robert L. Scally, was 
third, 





Manager at Charlotte, N. C. 


Norman R. Haertig has been named 
manager of the Charlotte, N. C., agency of 
. yes Central Life, succeeding Charles 

Hassell, who is retiring in accordance 
wl company policy, having reached the 
age of 65. Mr. Hassell will continue to 
represent Union Central as an agent in 
Charlotte. 

A native of Mr 
Haertig attended Woodsboro High 
School and Southern Methodist Uni- 
versity, graduating from the latter with 
the degree of Bachelor of Business Ad- 
ministration and a master’s degree in 


Woodsboro, Pex: 


Industrial Psychology, During World 
War II he served as a captain in the 
European theater, winning four battle 


stars and a unit citation for meritorious 
service. He is married and has a _ son, 
David. Prior to joining Union Central, 
Mr. Haertig was division manager in 
Charlotte for The Prudential. 


NAME K. S. ANDERSON 

Kermit S. Anderson, manager of tlic 
Eastern South Dakota agency, at Sioux 
Falls, for Northwestern National Life, 
has been named state manager of the 
agency, henceforth to be known as the 
South Dakota agency. 

Jean A. Norris, veteran N/W National 
general agent at Aberdeen will continue 
in that capacity and will cooperate with 
Mr. Anderson in his development activi- 
ties in South Dakota, 
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Director of Investments 


For Mutual Of New York 


JOHN FARQUHAR 


John Farquhar has joined Mutual Of 
New York as director of investments— 
industrials, it was announced by Allen L. 
Lindley, president 
investment and treasurer. Mr. Farquhar 
was formerly assistant secretary of the 
Reliance Insurance Co. of Philadelphia. 

Mr. Farquhar was with Penn Mutual 
Life from 1935 to 1954, when he joined 
Reliance, He is a graduate of the Whar- 
ton Evening School of Accounts and 
Finance of the University of Pennsyl- 


vice for securities 


vania. 


Automation Forum Planned 


By LOMA for April 13-15 


A Life Office Automation Forum, de- 
signed especially for users and potential 


users of magnetic tape data processing 
equipment, has been announced by Life 
Office Management Association. It will 
be held at Drake Hotel, Chicago, April 
13-15. The program for the two and 
one-half day meeting is being developed 
under the supervision of a subcommittee 
of six members selected from the Asso- 
ciation’s Life Office Automation Com- 
mittee. 

It’s the first meeting of its kind held 
for the life insurance industry. Steven L. 
Shea, planning secretary, Massachusetts 
Mutual, is general chairman, and Charles 
G. Groeschell, comptroller, Northwestern 
Mutual, Vice Chairman. 

The four Assistant General Chairmen 
are: Robert W. Harvey, Second Vice 
President, Prudential; Eugene Boulan- 
ger, Assistant Director of Planning, Mu- 
tual Of New York; Joseph W. Glynn, 
Comptroller, Continental Assurance; and 
Robert T. Wiseman, Planning Officer, 
Sun Life Assurance. Other members of 
the LOMA Automation Committee will 
report to the Assistant Chairmen of the 
subcommittee responsible for the Auto- 
mation Forum program. Thus, the full 
benefit of the background and experience 
in electronics of all members of the 
main committee will be available in draft- 
ing plans for the Chicago meeting next 
April. 

Three types of meetings are sched- 
wed for the Automation Forum, accord- 
ing to a letter sent to member compan- 
les of LOMA by Roy A. MacDonald, 
managing director. There will be gen- 
eral sessions with addresses on subjects 
of widespread interest by authorities 
on electronics from within and outside 
the life insurance business; panel ses- 
sions presenting various aspects or differ- 
ent viewpoints on specific subjects, and 
workshops where the subjects will ‘be 
discussed off the record by those in 
attendance. 


Phila. CLU Chapter Hears 
Mutual Fund Executive 


Lewis G. learns, manager of sales 
planning for the Wellington Co., 
dressed a closed meeting of the Phila- 
delphia CLU Chapter recently. He had 
for his topic “Mutual Funds: Their 
Management, Sales, Regulation and 
Use.” The speaker indicated that in some 
instances life salesmen and 
securities salesmen compete for the same 
purchase money but that there are many 


ad- 


insurance 


worthwhile sales situations which in- 
the both. Some of the 
examples used by Mr. Kearns were (a) 
profit-sharing and funded 
pension plans when both insured annu- 


volve use of 


combination 
ities and securities may be used in com- 


bination to procure investment balance, 
and (b) for the uninsurable key-man in 


a business, to produce the necessary 
invested reserve. 
Mr. Kearns also said that the life 


underwriters and salesmen of investment 
company shares are specialists in their 
respective fields and neither should at- 
tempt to advise clients in the other field. 





OCCIDENTAL DECEMBER SALES 

December sales of individual life insur- 
ance by Occidental Life of California 
reached an all-time high of $115,076,821, 
President Horace W. Brower 
nounced. This the 
monthly production record of $106,273,- 
991 established in October and exceeds 
December, 1957 sales by more than $19 
million. 

The number of accident and sickness 
insurance applications received in De- 
cember represented an increase of 41% 
over the applications during the same 
month in 1957. 


has an- 


surpasses previous 











OLD POLICIES 
are like OLD FRIENDS 


Reet one of our long time policyowners, 
upon the maturity of his contract wrote 
us, “I realize my policy should be surren- 
dered upon maturity, but it has been such a 
valuable friend in need through the years 
that I have become very attached to it and 
although it is only a piece of paper, I would 
like to keep it for its sentimental value.” 
Naturally we complied with his request; 
upon setting up an income settlement, we 
cancelled the policy and returned it to him. 
While such a request might be somewhat 
unusual, it serves to point out what all of 
us in the life insurance business have known 


new design. 


for a long, long time: The older a policy the 
more valuable it becomes—and the more use- 
ful it is in serving changing needs. 

With most products just the opposite is 
true. It’s the newest and latest model that 
catches the buyer’s eye—and his pocketbook. 
Even though the old model is still valuable, 
it is often replaced by a more glamorous, 


Dedicated career underwriters, despite 
their desire to make new sales, make certain 
that their policyowners realize that life insur- 
ance is different — that their oid policies are 
indeed “old friends” that cannot be replaced. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE 


INSURANCE COMPANY ° 


MINNEAPOLIS, MINNESOTA 
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Hartford’s Tribute To 
‘ Griffin M. Lovelace 


HE WON FAME AS AN EDUCATOR 
Life Sinderwvibers Ass'n Names Fellow 
Townsman an Honorary Member; 
Engelsman Joins in Eulogy 





The Hartford Life Underwriters Asso- 
ciation especially honored last week a 
Hartford man who for most of his life 
the finest insurance 
educators in the United States. He is 
Griffin M. Lovelace, a former professor 
of insurance. He was made an honorary 


and given a citation. Dr, Love- 


has been one of 


member 





GRIFFIN M. LOVELACE 


lace helped organize the nation’s first 
formal life insurance school at Carnegie 
Institute of Technology, later transferred 
to New York University where he had 
charge of life insurance education. For 
many years he was vice president and 
advertising manager of New York Life. 

The event last week was a big surprise 
to Dr. Lovelace. He has had a home in 
Hartford ever since the days when he 
was superintendent of agencies of Con- 
necticut Mutual, living there in summer 
while in winter he had a home in 
Orlando, Florida. He started in Louis- 
ville, his birthplace, as an agent in 1903 
for New York Life, later he went with 
Connecticut Mutual and then was made 
vice president of New York Life. He 
had been invited to the Hartford lunch 
to hear a talk by one of his assistants 
at New York University, Ralph G. 
Engelsman. 

Vogel Introduces Lovelace 


Walter Vogel, Mutual Benefit Life, 
as president of Hartford Life Under- 
writers Association, sketched the career 
* of Dr. Lovelace and when Mr. Engelsman 
got up he also eulogized Mr. Lovelace, 
giving him credit for adoption of the 
slogan, “Sell Insurance to Meet Needs,” 
and telling names of some books on 
insurance selling Lovelace had written 
and he said he wanted to echo the 
affection that New York University in- 
surance students held for his companion 
on the dais. When the latter was intro- 
duced he characteristically turned the 


spotlight on Ralph Engelsman calling 
him a fine educator. 
Mr. Engelsman’s talk was based on 


inflation being no argument against 
buying life insurance. He did not'think 
people who maintained and added to 
their insurance should worry because of 
inflation. The stock market looks attrac- 
tive when it is continually rising as at 
present, but he gave some examples of 
what became of (4 chip stock$ when 
they fell to the floor in the Wall Street 
debacle. Many who lost heavily in the 
market found their life insurance owner- 
ship a mighty asset, he said, and were 
glad they had invested their savings in 
insurance. The speaker criticised policies 
with large early cash values paving way 
for loans, which borrowing, he said, 
may eventually destroy the value of the 
‘insurance, 


L. E. Weingarten Resigns 
From Woodmen of the World 


Weingarten, veteran New 
York insurance man, has resigned as 
state manager for Woodmen oi the 
World Life Insurance Society of Omaha. 
His future plans have not as yet been 
announced. 


Lewis E. 





Bankers National Life Tops 


$530 Million Ins. in Force 

New business in 1958 of over $86,000,- 
000 increased Bankers National Life’s 
insurance in force to over $530,000,000, 
the highest point in the history of this 
3l-year old company with home office 
in Montclair, N. J. 

As to the outlook for new sales in 1959, 
John D. Brundage, CLU, president of 
the company, was optimistic that the 
economy in general will continue to im- 
prove, “While there is no end in sight 
to increased taxation at all levels, more 
people than ever before are convinced 
that the time has come to stop inflation. 
If government outgo can be balanced 
against income, then the greatest infla- 
tionary pressure on our current economy 
will have been curbed,” he said. 

Last year 18 new general agents were 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





appointed by 
regional sales 


offices, 


Chicago. 


general agency 
made during January. 


This year, Bankers National is featur- 
participating Ordinary 
In addition to discounting pre- 
policy offers 
a refund of premiums if death occurs 
during the first. 20 years, 
without 
medical examination, as well as waiver 
of premium, disability income, and acci- 


ing a 
policy. 
miums for size, 


new 


increase in insurance 


dental death benefits. 


the 


the new 


Bankers National and two 
first 
offices opened anywhere by the company, 
were established in Columbus, Ohio, and 
The continued recruiting 


additional manpower will highlight 1959 
operational plans, starting with five new 
appointments 


a guaranteed 
further 


already 
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Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘Reinsurance 
Exclusively’. Why not write for your free 


NORTH AMERICAN 
7, REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 


One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “borderline” cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 
what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 

life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 
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“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
jangle 5-7362 











House W orking on Company 
Tax Formula This Week 


Washington—An 
taxing the 
companies,” 


ne vis : 

equitable plan for 
income of life insurance 
such as that proposed by 


the Treasury Department, should be 


Congress, President Eisen- 
hower declared this week in his annual 
budget message. One of the assumptions 
on which the “balanced” budget for 
fiscal year 1960 is based is the receipt 
of some $500 million in life company tax 
revenue, about $200 million more than 
was collected in 1957 or would be col- 
lected from 1958 income under the so- 
called Mills-Curtis stopgap formuia. 
The budget estimates are based on the 
1942 formula which technically is the 
present law. But the Treasury antici- 
pates that the new permanent formula 
will produce just about as much revenue 
The House Ways and Means Com- 
mittee this week went to work in closed 
sessions on a new tax formula keyed to 
the Treasury proposal. This pli an em- 
bodies a “combination approach,” under 


enacted by 


mye 


which portions of both net investment | 


income and operating gain 
subject to tax. 

President Eisenhower also 
in his budget message that the Admin- 
istration, in a special message on labor 
affairs to be sent to Congress soon, will 
urge amendments to the welfare and 
pension fund disclosure 


would be | 


disclosed | 


law designed to | 


strengthen the administrative powers of | 


the Secretary of Labor. 
The Administration has 
critical of the form in which 
closure law was enacted, 
dent, in a statement made 
signed the measure, charged that Con- 
gress had deprived 
Labor of necessary 
enforcement powers. 
To pay for the administrative 
this law, which became effective on 
January 1, and of another act passed 
last year, authorizing the enforcement of 


been 
the dis- 


highly 


and the Presi- | 
when he | 


the Secretary of © 
administrative and | 


costs of } 


safety codes by the Labor Department | 


under the Longshoremen’s and Harbor | 


Workers’ Compensation Act, supplemen- 


tal appropriations totaling $690,000 for > 
be recommended, | 


fiscal year 1959 will 
President Eisenhower stated. 





Indianapolis Life Has 
Record-Breaking Volume 


Indianapolis Life’s 
were at a record-breaking level of 21% 
ahead of 1957, according to Agency Vice 
President Arnold Berg. Volume for the 
year exceeded the $64,000,000 mark, the 
greatest in the company’s 53-year history. 

Gain in insurance in 
at a record level, 
passed $410,000,000 mark at the year- 
end. Assets were approximately $114, 
SIO 000 while surplus was in excess of 
10,000. 


Leading agency for the year was_the & 
Shelbyville, Ind. 7 


Nate Kaufman Agency, 
while Nate Kaufman personally led all 
individual salesmen for the 16th time in 
the past 19 years. 





sales during 1958 | 


force also was | 
as insurance in force | 
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Named Agency Secretary 
For Northeastern Life 





ROBERT B. BROWN 


Delbert Dumont, vice president and 
director of agencies, announces the ap- 
pointment of Robert B. Brown as agen- 
cy secretary for Northeastern Life of 
New York. 

Mr. Brown was formerly district man- 
ager for Union National Life in Fuller- 
ton, Calif., and was a life insurance 
agent for New York Life in Birming- 
ham, He was also an adjuster with the 
General Adjustment Bureau in Birming- 
ham, 

He enlisted in the Army Air Corps 
in 1941, completed pilot training and 
flew anti-submarine patrol off the West 
Coast and later B-25’s in the South 
Pacific. Mr. Brown attended lowa State 
College at Ames, Iowa. 





Campbell, Carlson, Glenn, 
Hewitt, Kruse Now Partners 


Bowles, Andrews & Towne announces 
the addition of five partners: Kenneth 
R. Campbell, George B. Carlson, John 
L. Glenn, Charles C. Hewitt, Jr. and 
Edward H. Kruse, Jr. This is a firm of 
actuaries and employe benefit consult- 
ants with offices in Richmond, Atlanta, 
New York and Portland. 

Messrs. Campbell, Glenn and Carlson 
are members of Society of Actuaries, 
Mr. Hewitt of Casualty Actuarial So- 
ciety, and Mr. Kruse is a member of 
the Indiana and American Bar associa- 
tions. 





C. J. Meldane Made Manager 


For Colonial in Cleveland 


The opening of a Cleveland regional 
office of Colonial Life and the appoint- 
ment of Charles J. Meldane as regional 
monsger has been announced by Richard 

Evans, president. Prior to this time, 
iaahern ‘Ohio was serviced through Co- 
lonial’s Pittsburgh regional office. 

Mr. Meldane entered the life insur- 
ance business as an agent in 1951 with 
Mutual Benefit Life in Cleveland and 
was subsequently appointed district man- 
ager in Erie, Pa. He attended Louisiana 
State University and later graduated 
from Western Reserve University of 
Cleveland with B.B.A. degree. 





TO HEAR BERNARD LEWIS 
Bernard Lewis, The Prudential, will 
address the members of the New York 
Knickerbocker agency of The Prudential 
on January 30. Mr. Lewis, who is a 
member of MDRT, is currently serving 
as second vice president of the Newark 
ife Underwriters Association. He is 
also a national committeeman for NALU 
and is a frequent speaker before life 
insurance groups. 








Mutual Ben. Promotes Rotter, 
McQueen, Hintz, Palmer 


Among promotions at head office of 
Mutual Benefit Life made this week 
were these: 

Robert C. McQueen, vice president— 
Group; Paul T. Rotter, vice president— 
services; Wilbur E. Hintz, second vice 
president and director of agencies; H. 
Douglas Palmer, second vice president 
and agency administrator. 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 
Chicago Office: 134 N. LaSalle St. 








HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















MADE AGENCY SUPERVISOR 

Thomas V. Lynch has recently been 
appointed as agency supervisor at 
Columbian Mutual Life. 


Mr. Lynch is a graduate of Harpur 


College and holds a Bachelor of Science 
degree. He went to Columbian Mutual 
from Prudential, which he has repre- 
sented in the Binghamton, N. Y. area, 
for the past several years. 
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Security Mutual gives you flexible, practical coverage in Life, Non-Can, 
Sickness & Accident, Group and Pension Trust... dynamic sales aids anda 





technical know-how, 


program planning. He’s a man who knows the importance of 
tailoring current social and economic changes into client proposals 
_«.+.aman who knows what SERVICE means to the broker. 


world of co-operation and service. 





security mutu, 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


We figure that’s worth your looking into. Contact your nearest 
Security Mutual General Agent for the facts .. 


al life insurance company 
(Shoat; Seuunsty ite Uolarares 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 







... that combination of additional coverage, 
service and experience, brokers get from 
Security Mutual General Agents! 


Your Security Mutual General Agentis aman with extensive 
years of experience in 
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EDWARD EVERETT RHODES 

Edward Everett Rhodes, 
ecutive vice president of Mutual Benefit 
Life, who died this week at the age of 
90, was for several decades the 
most influential and important figures in 
A former president of old 


retired ex- 


one of 


life insurance. 
Actuarial Society of America he served 
on some of its most important commit- 
tees and was an important factor in the 
actuaries and medical di- 
mortality 


being 


committee of 
rectors in its investigation of 
which resulted in five volumes 
printed which were widely consulted in 
life insurance offices. With old 
tion of Life Presidents he played an im- 
portant role in helping frame Govern- 
ment income tax measures. When Arm- 


Associa- 


strong Committee to investigate life in- 
surance was appointed in 1905, Charles 
E. Hughes, its chief counsel, turned to 
Mr. Rhodes for considerable guidance. 

In Mutual Benefit Life, from which 
he retired in 1948, Mr. Rhodes was for- 
ward-looking, imaginative, creative and 
a towering figure of strength. He joined 
the company in 1886 as a boy in actuarial 
department. 

LIFE INSUR: ANCE FUNDS 
BUILDING CHURCHES 


the 
con- 


Churches of all denominations in 
United States 


struction 


are in the greatest 


boom in history to accom- 


record-breaking congregations, 
for this 
life companies, 
learn the extent of this 
made by Institute of 
Life which showed the life 
companies had put out more than $410,- 
000,000 on such construction. Specifically 
it was revealed that $95,000,000 was out 
1958, to build 
this construc- 


modate 
the 
largely 
A survey to 


money expansion coming 


from insurance 
investment was 
Insurance 


on loan December 1, 


churches proper, much of 
tion having already been completed. Of 
$85,000,000 had been 
vanced under mortgages covering 1,240 
properties $10,000,000 was in the 
form of bonds covering 1,160 properties. 


this amount, ad- 


and 


Church-related educational institutions 
accounted for $100,000,000 of life insur- 
ance financing—$70,000,000 in the form 
of mortgages on 220 properties and $30,- 
000,000 in bonds on 580 properties. 

An even larger figure, $150,000,000 was 
revealed in the survey to represent life 


insurance company investments in 
church-affiliated hospitals, composed of 
$120,000,000 in mortgages given on 170 
such institutions and $30,000,000 in bonds 
on 90 such Hospitals were the 
largest single type of church property 
benefiting from life insurance financing. 

Other kinds of church properties, like 
houses for the clergy and other religious, 
as well as church-connected recreation 
buildings, accounted for an additional 
$65,000,000, including $45,000,000 in mort- 
gages on 100 units and $20,000,000 in 


bonds on 70 properties. 


units. 


The aggregate number of church loans 
covered by these life insurance invest- 
ments was 3,630, This may be somewhat 
larger than the number of properties 
because of possible overlapping of loans 
among the companies. Of these, there 
were 1,730 representing mortgage invest- 
ments and 1,900 in which the financing 
form of bonds of various 
usually six months to 15 


was in the 
maturities, 
years. 

Most of the $410,000,000 life insurance 
investments in churches and other church 
properties, a total representing about half 
the 1958 expenditures by 
United States churches, 
the last 


construction 
was arranged in 
few years. 

The Institute’s survey showed that the 
life companies estimated at than 
$100,000,000 the total amount of their 
investments in churches and 
related properties ten years ago. There- 
fore, there has been in one decade a 
quadrupling and perhaps even greater 
increase in such financing while the 
nation’s population rose by about 20%. 


less 


church- 





Donald T. Ely has been appointed 
technical superintendent for the Pacific 
Coast area by Insurance Company of 
North America Companies. He works out 
of the San Jose, Calif., processing office. 
He replaces Roy E. Ehlert, who has been 
transferred to the rating and research 
department in INA’s Philadelphia head- 


quarters. Before joining INA in Janu- 
ary, 1949, Mr. Ely was associated with 


the Factory Insurance Association and 
the Wisconsin Rating Bureau. 
ee 


Grady H. Hipp, underwriting vice pres- 
ident, Liberty Life, has been elected 
president of the Greenville, S. C., Cham- 
ber of Commerce. Active in Greenville 
civic affairs, Mr. Hipp serves as chair- 
man of the ‘Greenville Home Board and 
is also vice president of Surety Life. 





N 


FREDERIC M. 


Fabian Bachrach 
PETRCE 


Frederic M. Peirce, president of Gen- 
eral American Life, has been elected to 
the metropolitan board of directors of 
the Young Men’s Christian Association 
of St, Louis and St. Louis County. His 
term started January 1 and will continue 
through December 31, 1961. 


* * * 


Horace W. Brower, president of Occi- 
dental Life of California, has been 
elected to the board of directors of the 
Los Angeles Chamber of Commerce. He 
has also been reelected for another two- 
year term on the board of directors of 
Merchants and Manufacturers Associa- 


tion. 
* * a 


Leon A. Watson, retired manager of 
the Fire Insurance Rating Organization 
of New Jersey and long a popular figure 
in New Jersey insurance circles, is re- 
cuperating from a heart attack at the 
Point Pleasant Hospital at Point Pleas- 
ant, N. J. He hopes to be able to return 
to his home in the near future. Mr. 
Watson will mark his 70th birthday an- 
niversary early in February. 

* * * 


Earl A. Lamb, president of the Heffner 
Agency, Inc., New York, recently com- 
pleted his 10th vear in this capacity and 
his 25th anniversary in the business. 
His insurance career started with the 
Phoenix Mutual Life as an agent in 
Syracuse. He is a past president of 
National Association of Mutual Insur- 
ance Agents and served as program 
chairman of its 1958 annual convention 
in New York City last fall. Chairman 
of the board of Heffner Agency is 
W. E. Heffner, still active at 77 years 
of age, who also serves as its treasurer. 

* * * 


Robert J. Caverly, son of Raymond N. 
Caverly, former vice president of Fidelity 
& Casualty, has been elected a director 
of Hilton Hotels International in which 
organization he is a vice president and 
general manager. Mr. Caverly is also a 
vice president of Hilton Hotels Corp., 
the parent organization. Hilton Interna- 
tional operates the hotels of that name 
outside of the continental limits of this 
country. 

ee 

Lee P. Miller, president of the Citizens 
Fidelity Bank & Trust Co., operating one 
of the largest insurance agencies in 
Louisville, Ky., was proclaimed the 
Louisville “Man of the Year” by WHAS 
and WHAS-TY, controlled by the Louis- 
ville Courier Journal & Times, Mr. 
Miller is also president of the American 
Bankers’ Association. 


Kenn2th M. Mallory, former manager 
of the insurance “i gs 2 of Rose & 
Lafoon, Richmond, Va., has resigned to 
open his own general insurance agency 


in Richmond. 
x Ok 


Robert M. Welton has been advanced 
from state agent to assistant manager 
of the Hartford district office for the 
Phoenix of Hartford Insurance Com- 
panies. He is a native of Wethersfield, 
Conn., graduate of Trinity College and 
saw military service in the Navy with 
the rank of lieutenant. Mr. Welton is 
an active member of the Naval Reserve 
unit of Hartford. His former post was 
state agent in charge of casualty oper- 


ations for the Hartford district office. 
He joined Phoenix as a special agent 
in 1951, 


a se 


R. W. R. Calderwood, vice president 
and secretary of Standard Insurance Co. 
of Portland, Ore., is the first person on 
the staff of the company to reach a 50th 
anniversary with the company. 
the Standard as an office boy when it 
was three years old and then known as 
Oregon Life Insurance Co. He is a native 
of Scotland. 

a, 


Frank Harward, senior vice president 
of Durham Life of Raleigh, N. C., last 
week marked 45 years service with the 
company. He was for many years in the 
field as agent and district manager before 
coming to the home office 

* a * 


y 


Byron K. Elliott, (center), president of 
John Hancock Mutual Life, has accepted 
the chairmanship of the Greater Boston 
United Fund Campaign for 1960, Joseph 
P. Spang, Jr., (right), United Fund 
president, pins [Kangaroo Insignia, sym- 
bol of the United Fund, on Mr. Elliott, 
while Joseph A. Erickson, chairman of 
the 1960 fund-raising committee, looks 
on. Mr. Elliott will be responsible for 
organizing and directing some 50,000 
volunteers in business, industry and 49 
residential areas in next fall’s drive. 

x * x 


Q 


Stuart Johnson, agent at Salem, Ore. 
for Sun Life of Canada, has been cited 
as the “author of the month” for Decem- 
ber by the editors of Life Association 
News, monthly magazine of the National 
Association of Life Underwriters. Mr. 
Johnson’s article in the December issue 
is entitled, “Sales Success and Good 
Public Relations Follow in the Path of 
the National Quality Award.” 

* * x 


Julian R. Maher has been named ché uir- 
man of the committee on insurance com- 


panies and agencies accounting of The & 


New York State Society of Certified 
Public Accountants, according to Howard 
A. Withey, president. This committee 
is one of 72 active committees of the 
professional Society that now has almost 
10,000 members. 
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Connecticut Mariners Club 


The Mariners Club of Connecticut con- 
sists of employes of companies licensed 
in Connecticut who handle or 
marine insurance, both Inland and Ocean. 
It has 60 members. 

Since its founding in the Spring of 
1951 the club’s objectives have been to 
good fellowship among the mem- 


service 


foster 
a broader knowl- 


Once a month, 


bers and to cultivate 
edge of marine insurance. 
from September through May, noontime 
meetings are held on the second Tuesday 
at which representatives of all phases 
of marine insurance field speak. 

The speaker this month was Francis 
T. Ahearn, manager of Insurance Infor- 
mation Office of Connecticut, for- 
merly was city editor of Hartford Times. 
Since his retirement from journalism and 
joining the ITOC organization he has 
become well known throughout the state 
as he presents to various groups and 
organizations the position of insurance 
to situations which 


who 


companies relative 
confront them. 

Mr. Ahearn’s different 
cities is warmly welcomed by city editors 
and reporters of daily papers who are 
glad to get accurate lowdown on insur- 
ance, the outstanding industry of the 
state. One city editor told the writer: 
“We look forward to news releases from 
an authoritative source because if there 
is any business about which we must 
have accurate information it is insuranc 
which affects the lives of just Sensak 
everybody in our state, and that includes 
babies. 

“From the standpoint of the editorial 
desk in daily newspaper offices insurance 
news has been hard to get over the 
decades. An exception is news having 
to do with mergers of companies, changes 
of a personnel nature, ruling and regu- 
lations of State Insurance Departments, 
announcement of new coverages and 
company rating developments. But in- 
surance news from the standpoint of the 
daily paper man who goes on an assign- 
ment or personal check on facts has 
been one of the most difficult fields to 
cover in the business world. It is 
decidely technical, for instance. In it 
are many men of scientific or mathemati- 
cal type of mind who do not express 
themselves in a way easy for a layman 
to grasp. Many activities in divisions 
of the industry, such as Marine and 
Inland Marine, complex insurance sched- 
ules in industry, large business policies 
where lawyers and consultant actuaries 
are employed may result in a_ large 
mileage of footwork for reporters out 
to get the facts of the current coverage 
or the backgrounds. Another angle in 
former days was that reporters en- 
countered many afraid to talk, exceed- 
ingly cautious if they did and apt to 
say that ‘no information can be given 


visits to the 























com- 


chairman of the 
a gentleman who might be re- 


out except by 
mittee,’ 
siding in Chicago, San Francisco, Los 
Angeles or Atlanta. A brush off or run- 
around of that type is not calculated to 
make reporters friendly to the insurance 
business. 

“The formation of the Insurance In- 
formation Office of Connecticut has been 
a boon for news men in this state. I can 
send a reporter to visit its office or call 
it up and the information needed in 
writing such stories is quickly furnished.” 

Reverting to Maritiers Club of Connec- 


ticut there are only about 20 of such 
clubs located in the nation’s major 
cities. 


Connecticut 
Gledhill of 


chairman of 


Clubs) Ry: 


Program 
Mariners 


Travelers Indemnity’s marine depart- 
ment. 
ee 
Lazard Freres Insurance 
Shares Ownership 
Two of the best known and _ highly 


successful investment brokerage houses 
in Greater New York are Lazard Freres 
& Co., (whose parent establishment is 
in Paris,) and Lehman Bros., head of 
which became a United States Senator 
from New York. Both of them have 
launched mutual funds. 

The Lehman affiliate is called One Wil- 
liam Street Fund, Inc. Lazard Freres 
call theirs The Lazard Fund, Inc. First 
in the field was One William Street. 
After the initial announcement of the 
original offering of Lehman Bros. the 
amount of total offering had to be in- 
creased several times so great was the 
preliminary inquiries before  subscrip- 
tions were received. The Lazard Fund 
had similar experience. 

The first annual report of The Lazard 
Fund has been issued and it is the one 
which particularly interests me as Albert 
J. Hettinger, Jr., chairman of the Fund 
and partner in Lazard Freres is an in- 
vestment adviser to a number of insur- 
ance companies. Furthermore, The Fund 
has a considerable number of insurance 
companies’ shares. 

As The Fund started operating in 
July, 1958, the report covers less than 
six months operations, concluding with 
December 31, 1958. It has 8,500,000 shares 
issued for $135,218,257, paid in capital 
being $118 million. 

Some of the Fund’s commitments will 
interest the investment end of the in- 


surance business. It has heavy owner- 
ship of common stocks. The three 
largest equity commitments are in 


Georgia-Pacific Corp., Royal Dutch Pet- 
roleum Co. and American T. & T. Co. 

“These commitments in companies dis- 
similar in scope and character of oper- 
ations typify, in degree, what we are 
attempting to do,” the statement to 
stockholders says. “The heavy common 
stock commitments reflect our confi- 
dence in the long-term appreciation pos- 
sibilities inherent in the growing econ- 
omy, provides ample scope for excerise 
of judgment in selection of individual 
stocks and indicates (subject to reser- 


vation) belief in the continuance of the 
present recovery.” 

It is also noteworthy that the Lazard 
Fund has made commitments in railroad 
stocks. “Why was this done when the 
railroads are crying so loudly for relief ?” 
some may ask. Here’s what the Lazard 
annual statement says on the subject: 

“Railroads as a whole do not consti- 
tute a growth industry, and command 
little investment favor. Within the rail- 
road field, however, there are individual 
companies possessing the same desirable 
characteristics as sought among indus- 
trial equities. Two of the commitments 
are in carriers of great financial strength 
operating in areas of more than normal 
growth; two are railroads serving un- 
usual growth areas, well managed 
though historically less affluent, and we 
regard their equities as growth stocks. 
One is a ‘reorganization’ rail in a growth 
territory and with an unusually low op- 
erating ratio; the sixth we would view 
as presumably a shorter term commit- 
ment, with the hope that a cyclical re- 
covery in business and an increase in 
dividends would be reflected in higher 
market quotations.” 

Shares in insurance companies owned 
by Lazard Fund are these: Aetna Life, 
5,000; Connecticut General Life, 1,600: 
Hartford Fire, 5,000; Lincoln National 
Life, 5,000; National Life & Accident, 
5,000; Travelers Insurance Co., 12,500. 
Lazard Fund also owns 15,000 shares of 
Pacific Finance Co. 

x ok  * 
N. Y. Trust Management Wins 

At the annual meeting of New York 
Trust Co.; one of the city’s oldest banks, 
a minority group of stockholders who 
would not disclose whom it represented, 
staged an effort to increase the member- 
ship of the board of directors. Some 
newspapers thought this was a move by 
those stockholders to bring about a 
merger with another bank. The man- 
agement is against increasing the num- 
ber of board members. 

Among the owners of New York Trust 
Co, shares are some insurance companies 
in Hartford, including Hartford Fire and 
Connecticut Mutual. They voted on the 
side of the management. 


a 


Hartford Fire’s Local TV Sponsorship 
of Mikoyan Interview 


Hartford Fire Insurance Group in- 
augurated the local (city of Hartford) 
sponsorship of the nationwide telecast 
of “Meet the Press” on WNBC-TV last 
Sunday. This turned out to be the much 
publicized appearance of Soviet Deputy 
Premier Anastas Mikoyan. The program 
lasted an hour. Chief panelist was 
Lawrence Spivak who is also producer 
of “Meet the Press.” Others on the panel 
were Cecil Brown of NBC News; Mar- 
quis Childs, St. Louis Post- Dispatch, and 
Harry Schwartz, New York Times chief 
analyst of Soviet news. 

Ordinarily, these MTP interviews with 
celebrities on TV last half an hour. The 
Hartford Group’s local sponsorship is 
on Channel 30 which serves central Con- 
necticut and western Massachusetts. 


* * * 


E. H. May, Jr., to Rebuild Republican 
Party in Connecticut 

Edwin H. May, Jr, Wethersfield, 
Conn., who as new Connecticut state 
chairman of the Republican Party, has 
taken on the job of rebuilding the Re- 
publican party there, is president of May, 
Potter & Murphy, a Hartford insurance 
agency. 

Mr. May was_ graduated from 
Wethersfield High School in 1942 and 
from Wesleyan University at Middle- 
town in 1948. At both places he was 
president of his class. He interrupted 
his education between high school and 
college with several years duty with the 
Air Force as a fighter pilot. In 1956 he 
was elected to the House of Representa- 
tives from the Ist Connecticut Congress 
District, becoming the youngest Re- 
publican member of the House. Along 
with five other Republicans who repre- 
sented Connecticut in the House Mr. 
May was defeated in November. 
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Coronet Article on 


NBFU Arson Bureau 


The National Board of Fire Under- 
writers’ arson squads are the subject 
of an informative article in the current 


issue of Coronet Magazine. 
entitled, “They Smoke Out 
pays tribute to these squads 
performing near miracles in 


(February) 
The article 
Arsonists,” 
who are 


determining the origin and nature of 
fires. 
Author Loy Warwick tells how the 


NBFU analyzes charred wood and even 
samples of air to determine what, and 
often who, set off a blaze. He reveals 
that the common wax candle is perhaps 


the simplest and most popular of all 
firing devices. Burning at the rate of 
an inch an hour, it is frequently set in 
boxes of excelsior, or planted to ignite 
a fuse “trailer” of gasoline-soaked ma- 
terial. 


ee kk 
Missouri Gets $1,000,000 in 
Impounded Premiums 

Missouri received nearly $1,000,000 
from the Clerk of the United States Dis- 
trict Court at Kansas City in the final 
phase of the fire insurance rate litigation 
affected by the repudiated O'Malley com- 
promise of May, 1935. The money was 
impounded excess premiums that were 
not claimed by the policyholders entitled 

to them or their legal heirs, ‘etc. 
Payment was made to Attorney Gen- 
eral John M. Dalton and his special as- 


sistant, Harry H. Kay, and State Treas 
urer M. E. Morris. Under Misssouri 
law the money paid to the state offi- 


cials under the provisions of the escheat 
statute must be used for the benefit of 
the public schools of the State. General 
Dalton stated the State stands to re- 
ceive another $1,000,000 of unreturned 
premiums that are still impounded by 
state courts. Some $11,000,000 of im- 
pounded premiums previously were re- 
turned to the policyholders or others 
with a legal right to them. 
* * * 
Get 95% Columbian Stock 

Stockholders of Columbian National 
Life have deposited more than 95% of 
Columbian stock to ‘be exchanged for 
capital stock of Hartford Fire. 

The response to Hartford Fire’s offer 
to exchange seven shares of its capital 
stock for 10 shares of Columbian thus 
makes it possible for Columb an to be- 
come a member of the Hartford Fire 
Group. The latter presently writes all 
forms of insurance except life. 

Hartford Fire stockholders, at a meet- 
ing January 6, voted to increase the 
capital stock by 175,000 shares. The 
stock issue was approved in order to 
exchange the additional shares for Co- 
lumbian capital stock. Hartford also ex 
tended the period of exchanging stock 
to January 30 to permit further ex 


changes 
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AFTA Report Shows 
Gain in Premiums 


1958 UNDERWRITING PROFIT 


President Nichols Reports on Experience 
in Fire, Marine, Casualty, Re- 


insurance in Foreign Fields 


Premiums written by the American 
Foreign Insurance Association for its 
member companies totaled $51,112,493 for 
the fiscal year 1958, a gain of 4.5% over 
the previous year, President James O. 
Nichols states in the 40th annual report. 
There was an underwriting profit of 
$2,268,738, which after deductions of ex- 
change losses, expenses and taxes, leaves 


4 





JAMES O. NICHOLS 


a profit of $655,888. In 1955 the prem- 
ium income was $35,162,000, in 1950 under 
$20,000,000 and in 1940 only $6,740,000. 
These figures reveal the growth of AFIA 
business and also show a potential prem- 
ium income of much higher proportions. 

Breaking down the year’s experience 
by departments President Nichols states: 


Fire Department 


“Net fire premiums written increased 
to $14,370,194. The fire department con- 
tinues a healthy growth and must be 


kept sound and strong because, in the 
future as well as in the past, it inevitably 
has to provide the secure foundation and 
main hope of an underwriting profit. In 
some areas the overall fire experience is 
exceptionally good and the greatest con- 
tributing factor to this result is the 
dwelling risks. 

“Unfortunately, 
ling business is 
AFIA as it is 
societies, banks or 
agencies, all of 
usually through 
insurance companies. 
which AFIA writes are subject to the 
most intensive competition, AFIA must 
also develop its portfolio from less profit- 
able risks such as industrials, warehouses, 
shops and bazaars. 

“Recent years have produced serious 
obstacles to the development of a good 
fire business because of intensive nation- 
alistic regulations, discriminatory attitude 
favoring small and large national com- 
panies, and various forms of reinsurance 
regulations forcing reduced use of our 
full gross facilities. Nevertheless, AFIA 
has maintained its underwriting profit 
in the 


in such areas the dwel- 
practically closed to 
controlled by building 
similar financing 
which are _ affiliated, 
investment, with local 
While the classes 


fire department through careful, 


experienced selection and intelligent un- 
derwriting. 

“The marine net premiums written ad- 
vanced to $7,933,299—representing a gain 
of 16.14% over the previous fiscal period. 
The major portion of the increase is due 
to the growth of our London branch 
operations and our Marine Inward 
Treaty business. 

“Although the worldwide drop in com- 
modity prices has affected our marine 
cargo income through many of our 
branches, and compulsory reinsurance in 
many of the countries in which we oper- 
ate lowered our premium income, it is 
gratifying to note that about 50% of 
our countries were able to show a dollar 
increase over the previous period. 

“The expanding world economy, the 
ever increasing American investments 
abroad, and the determined drive on the 
part of most countries to increase their 
national gross product and to raise their 
standard of living in their respective 
areas, augurs well for the future of the 
continued growth of our marine account. 


Casualty Department 


“Net premiums written reached a new 
high of $17,718,569—a gain of 4.71%, The 
major emphasis during the fiscal year 
was directed at a cleanup of our casualty 
portfolio in order to improve general 
underwriting results and the balance be- 
tween the classes of the casualty busi- 
ness. 

“Our total motor vehicle business (ex- 
cluding incoming treaties) increased only 
by $116,000 during the year and stood 
at 61% of our casualty portfolio as 
compared with 63% for the fiscal year 
1956-57. Our overall results were un- 
favorable largely because of the heavy 
losses reported on the incoming treaties 
accepted in prior years. Our treaty ac- 
ceptance policy has been sharply changed 
during recent years and the major 
treaties causing the loss have been can- 
celed,” Mr. Nichols revealed. 

“Considering the large equities in un- 
earned premium reserves and the ‘cush- 
ion’ in our loss reserves, we are in a 
position to produce profits even on a 
technical basis in the years ahead. 


Treaty Reinsurance 
“We have 346 incoming treaties with 
companies in 43 countries. The under- 


(Continued on Page 25) 


Re-elect Hanssler Pres. 
Of N. Y. City Agents 


ULLMAN EXEC. BOARD CHAIRMAN 


Other Officers and Executive Committee- 
men also Re-elected; Assn. Has 
Demonstrated Its Alertness 


Re-election of officers and executive 
committeemen featured the annual meet- 
ing on Monday of the New York City 
Insurance Agents Association. William 
A. Hanssler, head of his own agency, 
continues as president for another year 
and he received the commendation of 


the association for his leadership in 1958. 
Stephen Amann, 


in Hall & 


a partner 





Matar 
WILLIAM A. HANSSLER 


Henshaw, was re-elected vice president ; 
Julius L. ga a president of W. L. 
Perrin & Son, Inc. as chairman of the 
executive committee, and Harry F. Legg 
was reappointed as executive secretary 
and treasurer. 

The executive committee consists of 
the following well known agency leaders 
in New York City: Alan F. Eifert, presi- 
dent of Ejifert, French & Co., Inc.; 
William A. Hanssler; Alfred I. Jaffe, 
vice president, Jaffe Agency, Inc.; Joseph 
A. Martin, vice president, Whitehill 
Agency, Inc.; Albert E. Mezey, president, 
Hoey, Ellison, Frost, Mezey Inc.; Ed- 
ward W. McAndrews partner, Hall & 
Henshaw; George T. Shannon, executive 





lf you Tell 


YOU CAN SELL 


... this is a well-known fact and is a basis 
for the success of many agencies. Our agents are 
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finding this new booklet helpful in their everyday 


operations. It is available 














Ohio Farmers Companies 


CHICO FARMERS INSURANCE COMPANY 
OHIO FARMERS INDEMNITY COMPANY 


Le Roy, Ohio 
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The Incurance Agent ie. Goad Man to Know * 


THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 


ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


INSURANCE COMPANY OF NEW YORK 
SYRACUSE N.Y. 








vice president, Wallace Reid & Co. Inc.; 
Tuttle, 
and David kK. 


David K. Tuttle, president, 
Pendleton & Gelston, Inc. 
Tuttle & Co. Inc., Brooklyn; John C. 
Weghorn, president, John C. Weghorn 
Agency, Inc.; David C. White, president, 
David C. White Agency, Inc., and 
Eugene W. Wright, president, The 
Wright Agency, Inc. 

In their respective annual reports both 
Mr. Hanssler and Mr. Ullman touched 
on the alertness of the New York City 


Insurance Agents Association during 
1958 to cope with challenging problems. 


It was generally felt that progress had 
been made and that the member agents 
of the organization individually are in 
a stronger position today than a year 
ago. They have an awareness of their 
position in the Greater New York 
market. 

Membership of the association was 
reported as slightly larger than a year 
ago. Finances are in good shape. 

President Hanssler has just completed 
35 years in the insurance business, having 
started in 1923 with the brokerage firm 
now known as W. D. Chapman Co., Inc. 
His own agency, Hanssler & Co., Inc., 
will mark its 25th anniversary in 1960. 


Royal-Globe Advances 
Hickel, Brangs at Phila. 


The Royal-Globe Insurance Group an- 
nounces two appointments in Philadel- 
phia. Philip L. Hickel has been placed 
in charge of fire underwriting for Penn- 
sylvania, The new fire manager has 32 
years’ experience with the company both 
as a fieldman and as a regional under- 
writer in the New York office. He has 
been in Philadelphia since 1956. 

Paul H. Brangs has been named super- 
intendent of the Philadelphia inland 
marine, burglary-glass department. He 
joined the group in 1946 and has been 
inland marine special representative 


since 1948. 








Andre Director of 


Hanover and Fulton 


Election of F. J. Andre to the board 
of directors of the Hanover Insurance 
Co., and its subsidiary, Fulton Insurance 
Co., is announced by James L. Dorris, 
president. Mr. Andre is chairman of the 
board of Congoleum-Nairn Inc., one of 
the largest manufacturers of resilient 
floors, and is on the board of directors 
of several leading companies. 





Burke State Agent for 


Reliance in New York 


Edmund P. Burke, Jr. has been ap- 
pointed state agent in eastern New York 
for the Reliance Insurance Co. Mr. 
Burke is a native of Albany and goes 
to Reliance with experience in under- 
writing and field operations. He will 
make headquarters in Albany. 


DEIBERT TO PA. FOR ST. PAUL 

State Agent T. W. Deibert of the 
St. Paul Group has been transferred 
from the company’s Syracuse, N. Y., 
office to the Pennsylvania field, where 
he will travel the eastern Harrisburg 
territory, with headquarters in Harris- 
burg. Mr. Deibert joined the St. Paul 
in 1951 as a fieldman in North Carolina 
and four years later was transferred to 
Syracuse. 
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Economics of Small Loss Adjustments 


Personal Inspections and Investigations by Experienced Ad- 
justers Pays Dividends for Companies and Builds Good 
Public Relations for the Insurance Industry 


By Georce E. Apams 
President, L. C. Dameron, Inc., New York City 


Adjustment of small fire and inland 
marine losses through a personal inspec- 
tion and investigation by an experienced 
adjuster can pay dividends. Much has 
been written and spoken about the need 
to have all losses adjusted in order to 
train young adjusters and to maintain 
staffs to cope with catastrophies which 
in the past have involved 250,000 to 1,509,- 
000 claims. While this has merit, a study 
of actual losses adjusted provides some 
interesting figures and data on the eco- 
nomics of the matter. 

Since about 751 losses out of each 

1,000 are less than 10% of the amount of 
insurance and only 45 are 50% or over, 
proper handling of the small loss_ is 
important to the company. The 751 
losses make up about 37% of losses paid. 
Constructive and efficient adjusting in 
this category can indirectly pay large 
dividends to brokers, agents and _ in- 
sureds, as well as the companies; re- 
flecting itself in a lower loss ratio and 
consequently in premiums. 

This analysis confines itself to in- 
spected loss as contrasted to those ad- 
justed over the telephone or by mail on 
presentation of a paid bill. Undoubtedly, 
on the surface it appears there are 
savings effected in this latter type of 
handling, but experience proves substan- 
tial savings and benefits result from 
the personal inspection and additional 
facts incorporated in an adjuster’s report 
regarding moral and physical hazzards, 
ie. poor housekeeping, etc. 


Temptation to Pad Bills 


An insured who files a claim and, to 
collect, is merely asked to submit a paid 
bill, is confronted with an unnecessary 
and disturbing temptation. This com- 
bined with the ease in some cases of 
getting fictitious bills from unscrupulous 
repairmen, make it certain that some will 
take advantage of this, causing all to 
come out on the losing side of the trans- 
action. To say nothing of those cases 





George E. Adams 


George E. Adams is president and 
treasurer of L. C. Dameron, Inc., one 
of the leading firms of independent ad- 
justers in New York City, which oper- 
ates in the New York metropolitan area. 
However, his background includes insur- 
ance and war work in such distant places 
as China, India, Brazil, Argentina and 
elsewhere. The late L. C. Dameron long 
had a reputation as a top independent 
adjuster and Mr. Adams became asso- 
ciated with him in 1952, leaving his post 
with the General Adjustment Bureau. 
After Mr. Dameron’s death Mr. Adams 
became president. The firm handles fire, 
allied lines and inland marine adjust- 
ments. 

Mr. Adams was born in 1913 in Mend- 
ham, N. J., and entered insurance in 
1933 with the Fidelity & Casualty Co. 

e was three years with that company 
and in 1936 went with the American 
Foreign Insurance Association, becoming 
assistant manager at Shanghai, China. 
Later he served with the Newark Ordi- 
nary agency of The Prudential Insurance 
o, After war services in China and 
India for the Office of Stragetic Services 
he spent four years in South America 
for the American Foreign Insurance 
Association. Returning to the U. S. he 
ed the GAB and served at Newark, 

Bs ; New Bedford, Mass., and Reading. 


Tie Adams is active in the New York 
Association of Independent Insurance 
Adjusters and New York City Pond of 
Blue Goose of which he is an officer. 
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where liability doesn’t exist; more par- 
ticularly with the ever increasing popu- 
larity of all risk coverage. 

Confucius said “A picture is worth a 
thousand words,” and it is so when an 
experienced adjuster sees a loss. He is 
able to treat each loss fairly and in 
accordance with policy coverage. This is 
important, since loss recoveries are 
eagerly discussed among neighbors, and 
wrong interpretations of coverage can be 
spread over a wide area through mis- 
treatment, with resulting difficulties in 
dealing with the misinformed. 

Since premium rates are based on loss 
experience, only by a proper inspection 
can losses be adjusted within such prem- 
ium calculations. Without personal 
inspection and application of data ob- 
tained, the right ratio between premiums 
collected and losses paid, cannot be 
guaranteeed. Very frequently at time of 
inspection it becomes obvious a serious 
deficiency of insurance is indicated in 
connection with co-insurance clause re- 
quirements. 

One hundred and fifty inspected and 
adjusted losses, period, June 14, 1958 to 
September 15, 1958, with an adjustment 
time 31 days, show: fire 89, windstorm 31, 
water damage 8, theft 7, vandalism 6, 
vehicle 5, mysterious disappearance 1, 
cesspool 1, explosion 1, casualty 1. 


Type No. Claim 
Approved as claimed .. 35 $1,635 
Not covered ’s. ..Goe.. 32 5,139 
Exaggerated <i... Sia. 23 3,693 
Depreciation ........... 32 2,698 
Co-insurance additional. 4 382 
Short or electrical...... 9 866 
Deductible: :...6225 565% 0s 11 929 
Miscellaneous .....5.. 0% 14 990, 

150 $16,335 


A review of 150 consecutive losses ad- 
justed at $100 or less reveals some in- 
teresting figures: total amount claimed, 
$16,335: total amount allowed, $6,330: 
difference, $10,004. 


Analysis of Claims 


1—Thirty-five claims were found com- 
pletely in order and approved as claimed. 
Total paid $1,635 or an average of $46.73 
each, 

2—Thirty-two claims were disallowed 
as not covered. Total amount claimed 
$5,139. 

3—Twenty-three claims totalling $3,693 
were adjusted at $1,553. Origin was in 
order but amount of claim or repair 
estimate was exaggerated. Involved were 
replacements of awnings, reupholstering, 
weaving, painting, etc. After reducing 
repair estimate to a fair current price, 
applicable depreciation was considered. 
Total combined reduction was $2,139. 

4Thirty-two claims totalling $2,698 
were adjusted at $1,912. Origin and 
amount claimed were in order subject 
only to reduction because of reasonable 
depreciation. 

5—Four coinsurance and additional in- 
surance claims totalling $382 were ad- 
justed at $154, with depreciation consid- 
eration also affecting the final result. 

6—Nine cases of “short circuit” or 
“electrical disturbance” total amount 
claimed $866 were adjusted at $375, after 
deducting for damage caused by the 
short and allowing only for “ensuing 
fire’ damage. 

7—Eleven cases involving deductibles, 
total amount claimed $929 amount al- 
lowed $483 with savings of $445 alsa 
resulting from consideration of depre- 
ciation. 


8—Eleven miscellaneous cases amount 
claimed $990 adjusted at $217 for various 
reasons, such as invoking repair and set 
clause, repair or replacement at lower 
figure, transferral of claim from building 
to contents insurer or vice versa, obso- 
lescence, collecting from boiler or auto- 
mobile insurers, etc. 

While many of these results might be 
obtained by an alert telephone inquiry, 
they were all accomplished by an in- 
spection and determination of all facts. 
These and many other matters must be 
taken into consideration and be treated 


with fairness, common sense and experi- 
ence. 
Additional Benefits 
Benefits, not measurable by figures, 


but very important are the following: 

1—The policyholders had contact with 
a company representative proving the 
policy was more than a contract obliga- 
tion to pay premiums. They also became 
convinced that the company was a busi- 
nesslike entity of which they can feel 
safe to be a premium paying part. They 
realized their premium rates and charges 
are based on a businesslike adjustment 
of losses which guarantees them a mini- 
mum premium cost. 

2—The adjusters’ report is usually the 
first direct contact they have with the 
insured and risk, and they are able to 
better appreciate ‘all of the circumstances 
in connection with this line on their 
books. 

3—Losses are uniformly adjusted with 
proper consideration of all elements 
which an experienced adjuster must take 
into account. This helps eliminate mis- 
information a policyholder might have 
regarding claims on which there is no 
liability, notwithstanding a_neighbor’s 
previous successs when merely a bill was 








submitted. The opportunity is also 
Allowance Difference Average 

$1,635 -- $ 46.73 

— $5,139 160.61 

1,553 2,139 67.54 

1,912 785 59.76 

153 228 38.48 

375 491 41.66 

483 445 43.94 

217 773 15.50 
$6,330 $10,004 





presented to resolve in a friendly and 
courteous manner any conflicting views 
that might exist regarding amount of 
loss and damage sustained. 

These difficulties are more apparent 
immediately after a catastrophe, such as 
windstorm, when great numbers. of 
claims were adjusted merely on presenta- 
tion of a paid bill, for presumed repairs 
made. Inspecting a claim with a policy- 
holder afterward can bring such a greet- 
ing as “What is the matter, doesn’t the 
company trust me? Do they think I’m 
a crook? The last time I just made a 
claim and received a check.” It takes 
much conscientious effort in a former 
catastrophe area of at least two or three 
years to restore orderly adjusting pro- 
cedures. 

In addition to the above, there were 
several cases where excellent subroga- 
tion was indicated and the companies 
could conceivably recover the amount 
of the losses paid. 


Further Services of Adjuster 


As an added service, the adjuster can 
be of service in many other ways such 
asi 

Getting expensive rugs and clothing 
woven where a shop owner says it is 
impossible to repair in the hopes of 
selling a new item. Observing bad smok- 
ing habits and suggesting corrective 
measures. Help to eliminate fire hazards 
from beds too close to wallplugs, use of 
frayed electric wires, overloading circuits 
with three way plugs and spinach wiring 
with too many appliances connected, 
proper venting of oil burner rooms to 


provide the necessary ventilation of air 
needed by a hard working burner, elimi- 
oily, greasy rags from open 
proper storage of oil, 
etc. > 


nation of 
dangerous areas, 


kerosene, paint thinners, sugges- 





GEORGE E 


ADAMS 


tions for better houseke eping, Topacrs of 
leaks which might short Pia By insula- 
tion of furnace breeching, and many, 
many others. ; 

Very frequently the application of co- 
insurance on a small loss caused as the 
result of adjuster’s personal inspection 
has been the means of the producer 
selling the additional required insurance 
where in the past his efforts along these 
lines were not successful, and at times 
left the insured with some misgivings 
thinking the producers’ only purpose was 
of an ulterior nature. 

The writer has had the personal and 
tragic experience of adjusting a serious 
fire loss in a large apartment building 
where several tenants sustained consid- 
erable damage to their household and 
personal property and did not have any 
fire insurance coverage. Needless to say, 


on their inquiries regarding insurance 
against future casualty, we suggested 
they contact licensed insurance agents 


or brokers who could gr 
in procuring proper coverage through 
any of the many reputable insurance 
companies conducting their business in 
the state. 


satly assist them 


Heavy Burden on Agents 


I recall a statement made by a leading 
company loss executive re garding small 
loss adjustments. He said that  trans- 
ferring responsibility for disposition of 
these losses from company to the agent, 
which could well represent 65% to 70% 
of losses reported, could impose consid- 
erable detail and expense upon the agent 
without remuneration. It would present 
insurmountable problems to them during 
a catastrophe. And it certainly overtaxes 
their ability and capacity as well as 
depletes trained adjusting personnel de- 
veloped over a period of many years at 
the expenditure of millions of dollars and 
has been too vitally important to the 
welfare of the industry, agents and in- 
suring public. Serious study of the facts 
presented herein, coupled with the 
writer's preceding observations, plus 
prompt and courteous service of losses, 
we feel is the . only genuine way to 
arrive at a true economic approach to 
adjustment of losses irrespective of how 
large or small they may be. 





Allstate ‘Tie. Eger 


Robert D. Eger, manager of the All- 
state Insurance Companies’ Charlotte, 
N. C., regional office, will join the com- 
panies’ home office executive staff in 
Skokie, Ill., as auto insurance sales di- 
rector. He will direct auto insurance 
sales operations in thé United States, 
Canada and Hawaii. An alumnus of the 
University of Illinois and Northwestern 
University, Mr. Eger joined Allstate in 
1948 as an agent in Chicago, became 
sales manager of the Atlanta, Ga., re- 
gional office in 1951, Southeastern zone 
sales manager in 1953 and Charlotte re- 
gional manager in 1956, 
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N. Y. Chapter ASIM Backs 


ter, ASIM and are open to non-members. 





e P P Included are such subjects as the 
Deferred Premium Payment lan Risk Management Course theory and principles of risk manage- N. 
. ; ; ment; application of risk analysis to” 
For the third consecutive year the physical plant and to operations; loss) 
. A d b h IMIB New York Chapter, American Society prevention and protection; appraisals and 
uestions nswere y t e of Insurance Management, Inc. will con- valuations; self insurance ; relation with Wi 
dick 2: -coieen dansk management in insurance organizations ; wr es Ft con. th 
The Inland Marine Insurance Bureau tive committee, we will suggest that the cooperation with School of Insurance sig ee gre: Soetagpmaige oe febets; io 
has issued a bulletin explaining its new filing be amended to provide that the of the Insurance Society of New York. types ad phameaterintics ar insurance: bi 
deferred payment plan following in- deferred payment plan annual minimum This course will be given over a period employe benefits insurance; radioactive ae 
quiries concerning its application under premium shall be 35% of the minimum of 15 weeks, from 5:30 to 7:30 p.m. on isotopes in industry; the structure, cE. 
certain circumstances. General Manager premium which would otherwise be ap- Wednesdays, beginning February 11. The nature and problems ot operating the ba 
Harold L. Wayne says the bulletin aims Plicable for the full term, bu: not less staff for the classes are selected from insurance ea a. bie: course will pr 
ia ahswer questions raised. The bulletin than $10.” the membership of the New York Chap- be limited to thirty-five registrants. “4 
follows: 7 an 
“As is true with respect to all forms or 
filed by the bureau, a company is not LIENTS DESERVE INSURANCE PROTECTION th 
required to follow the format of the filed Y a 
form, Thus in the case of the deferred ay 
premium payment endorsement, the for- pr 
mat may be changed as desired but the IN COMPANIES THAT COMBINE oe 
endorsement must contain all of the * 
language in the filed form, beginning is 
with the words ‘In consideration of the los 
rate for the policy, etc., etc.,’ through pe 
the sentence ‘In the event the earned 
premium exceeds the paid premium the € ee pr 
insured shall pay the company the dif- ap 
=a trengeth, Service, Dependability | © 
Company May Substitute Own Form 9 9 th 
S 
“In lieu of the deferred payment plan ‘a 
adjustment endorsement set forth in the eh 
rules, a company may substitute its own 
form of premium adjustment endorse- - 
ment provided the endorsement sets ee 
forth (1) the nature of the change; (2) ee 
the total additional or return premium ue 


for the remainder of the term; (3) the 
additional or return premium due at the 
time of the change, and (4) the revised 
amount of the subsequent payment or 
payments. 

“In the subject to 


case of policies 


America Fore 


rating by formula, such as_ personal ' 
property floater, or to graduated rates, me 
such as jewelry and furs, the company in 
may determine the total premium in the tio 
customary manner, multiply that pre- re] 
mium by 35% and thus obtain the DPP for 
annual premium which may then be sub- tot 
stituted for the DPP annual rate. In J 
such cases the DPP annual premium is NI 
to be shown on the face of the policy los 
in addition to the term premium, as pro- 52: 
vided for in Subsection 3 of Rule 29B. of 
“Alternatively, the component rates in 19: 
the case of formula or graduated rates of 
may be converted into DPP annual rates 195 
in the manner outlined in the rules. 2 
“We believe that if those making the lov 
los 


necessary arithmetical calculations will 
consider that wherever it becomes neces- 
sary to do so because of the use of any- 
thing other than a single rate, ‘rate’ and 
‘premium’ may be considered synon- 
ymous, the answer to most of their 
questions will be obvious. 


























“At the March meeting of the execu- 
aie-aniianaaned THE CONTINENTAL INSURANCE COMPANY.........0000eeeeeeeeeee Est. 1853 7 @t 
Excelsior Names McQuain - 
Supervisor in Ohio FIDELITY-PHENIX FIRE INSURANCE COMPANY..........+eeeeeee0+-bst. 1853 C 
The Excelsior Insurance Co. of New = 
York through its home office in Syracuse + 
announces the appointment of George FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............++.Est. 1855 por 
D. McQuain as field supervisor for cen- vee 
ie mga Pgs sagas ge for Ken- I 
tucky. Mr McQuz ill maintain his 
mea "% rit ae This a — NIAGARA FIRE INSURANCE COMPANY.......cccccssccccccccceccccesbSt. 1850 in 
formerly supervised by Bruce R. Howard tri 
‘ho continues as field s risor fo a 
northern Ohio and Michigan with head. THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 “a 
quarters at Manitou Beach, Michigan. * 
A native of Akron, Mr. McQuain at- 
tended the University of Akron and NATIONAL-BEN FRANKLIN INSURANCE COMPANY.........+0000++++st. 1866 
later studied 7 Northwestern University 
in Boston, Massachusetts Institute of 
Technology, Cleveland College anc ie 
ian. a COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J..........--Est. 1909 |) tn. 
es for 
i ma 
LTY INSURANCE COMPANY OF N. Y....Est. 1874 a | 
N. J: Wihies Bleet THE METROPOLITAN CASUA : ] 
HPs gaan igen sscon of New Jersey : Bo 
veld their regulz onthly eeting oO m 92 
January 22. at pt ana Was rica MILWAUKEE INSURANCE COMPANY.........ccecccscscccescccecees «Est. 1852 102 
ub, Newark. President Margaret E. Sel 
Strasser presided. Guest speake "as ; a 
Site 7 hase whens of ter teattns ROYAL GENERAL INSURANCE COMPANY OF CANADA........+-++++Est. 1906 ane 
department of the American Insurance Ni 
Co. of Newark. Mr. Hulighan’s topic Do 


was the new Homeowner’s policy. 




















mbers, . 
is them 

















a 














THE EASTERN 
UNDERWRITER 





Page 23 











AUTO RATES CUT IN CONN. 





NAUA Changes Comprehsnsiv2 Rates; 
Deductible Collision R-duced; Com- 
mercial Increases Ar> Made 
The National Automobile Under- 
writers Association representatives stated 
thet new rates are effective January 21 
in Connecticut. Comprehensive premiums 
for popular private passenger automo- 
biles, including some 1959 models, are 
reduced $2 in Hartford and Fairfield 
Counties and remain unchanged in the 
balance of the state. Comprehensive 
premiums for other 1959 automobiles 
with extensive glass styling are increased 
$1 in Hartford and Fairfield Counties 
and $3 in the balance of the state. Com- 
prehensive covers such perils as_ fire, 
theft, windstorm, hail and glass break- 

age. 

Insureds may secure comprehensive 
premium reductions by purchasing com- 
prehensive insurance on a $50 deductible 
basis. The deductible does not apply 
and full coverage is afforded on fire 
losses or theft losses when the entire 
automobile is taken. 

Private passenger automobile collision 
premiums for $50 deductible are reduced 
approximately 4% in Hartford and Fair- 
field Counties and remain unchanged in 
the balance of the state. Private pas- 
senger $100 deductible collision premiums 
are reduced approximately 10% through- 
out the entire state. 

Comprehensive rates on commercial 
automobiles operating within a 50 mile 
radius are increased approximately 25%. 
Collision premiums on the same type of 
vehicle are reduced approximately 5%. 





1958 Fire Losses Were 
Up 3.2% Over 1957 


Fire damaged or destroyed an esti- 
mated $1,056,266,000 worth of property 
in the United States in 1958, the Na- 
tional Board of Fire Underwriters has 
reported. This is 3.2% more than that 
for 1957, when estimated monthly losses 
totaled $1,023,190,000. 

According to Lewis A. Vincent, 
NBFU’s” general manager, estimated 
losses for December, 1958, totaled $100,- 
523,000, an increase of 40.5% over losses 
of $71,539,000, reported for November, 
1958, and an increase of 9.8% over losses 
— reported for December, 

By: 

These estimated losses include an al- 
lowance for uninsured and unreported 
losses. 


Hartford Fire Gift 
For Boy Scouts Camp 


_A $10,000 gift, underwriting construc- 
tion of a camp office for the Boy Scouts 
at Lake of Isles, Conn., has been pledged 
by the Hartford Fire Group. Joint an- 
nouncement of the gift was made this 
week by Hartford Fire President James 
C. Hullett and W. Ross McCain, former 
president and chairman of the Aetna 
Insurance Group, who heads the cor- 
porations and major gifts phase of the 
Charter Oak Council’s development cam- 
paign. 

Development of the new 960-acre res- 
ervation near North Stonington will give 
Scouts in the Charter Oak Council dis- 
trict vastly improved camping facilities 
with room for more than twice the 
present quota of boys. 








Albert A. Royce Dies 


Albert A. Royce, a special agent of 
the National Board of Fire Underwriters 
for 30 years, died January 15 at Beek- 
man Hospital in New York City after 
a long illness. He was 55 years of age. 

Mr. Royce, who was born in Brooklyn 
on February 7, 1903, joined the National 
Board as a special agent on October 8, 
1928, and was assigned to the Brooklyn 
area, He was a graduate of Public 
School 11, Manual Training High School 
and Pratt Institute. Before joining the 
National Board he worked for the Grace 

ine for two years and DeCoppet & 
Doremus for four years. 








PPF Revisions Are 
Approved in New York 


The New York State Insurance De- 
partment has approved several personal 
property floater changes, filed by the 
Inland Marine Insurance Bureau, effec- 
tive February 15. The changes announced 
IMIB bulletin are: 

1. Rule revisions effectuating with- 
drawal of provisions for the issuance of 
policies subject to a $25 deductible. 


2. Liberalization of the $50 deductible 


in an 


clause, which will now coincide with the 
corresponding deductible provision in 
form 5 of the new homeowner’s program. 

3. Provision for not exceeding $750 
all-risk coverage on unscheduled jewelry, 
watches and furs, in addition to the $250 
coverage provided in the form. In this 
respect the PPF policy also will coincide 
with form 5 of the new homeowners’ 
program. 

4. Revision of the coverage on boats 
to coincide with similar coverage under 
new homeowners form 5. 

5. Restriction of the form by the 


exclusion of flood and pet damage. 


& ae 





Mingenbach Retires 

Leo A. Mingenbach, executive vice 
president and a director of Hardware 
Mutuals, Stevens Point, Wis., has 
reached retirement age and retired on 
December 31 after 32 years with the 
insurance company. A native of Kansas, 
he was graduated from Kansas A. & M. 
College in 1916. Following service in 
World War I in the 35th infantry divi- 
sion, he began his insurance career. 

Mr. Mingenbach worked for Farmers 
Alliance Insurance Co. of McPherson, 
Kans., until 1922, when he joined the 
staff of the American Mutual Insurance 
Alliance in Chicago. 








y, 
TODAY’S INSURANCE MARKET—TOMORROW’S CHALLENGE 


More than half of all the Americans who ever lived are alive today! With census 
projections approaching the 175,000,000 mark, the United States will have a 
population greater than all of the past generations combined. 





The insurance market cannot “stand still,” with this increase in population ... 


nor can our merchandising approach be rooted to the past. 


The Crum & Forster Group of Insurance Companies has kept pace with the steady de- 
velopment in multiple-line writing, diversity of coverages and the multiplicity of services 
offered to our agents. We will meet tomorrow’s challenge... directing our efforts toward 
extending every possible competitive advantage to agents representing our companies. 


CRUM & FORSTER GROUP 


of Insurance Compantes 


SOUND, DEPENDABLE INSURANCE 


WESTERN DEPT., FREEPORT, ILL. + PACIFIC DEPT., SAN FRANCISCO » SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH © VIRIGINIA-CAROLINAS DEPT., DURHAM, N.C. 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET 
NEW YORK 38, NEW YORK 
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N. J. Brokers Nominate Officers For 
1959; Appear in Service Fee Suit 


The Insurance Brokers Association of 
New Jersey, Inc., will hold its annual 
meeting and election of officers on Tues- 
day, February 17, at the Douglass Hotel 
in Newark. President Abe Yedwab will 
Nominated as officers for the 
annual 


preside. 
12 months beginning with the 
meeting are the following: 
President, Nat Ontell, Paterson; vice 
Albert A. Shoudy, Westwood; 
secretary, Leslie O. Tupper, Maplewood; 
treasurer, Michael Karp, Newark; execu- 
Freeston, Newark; 


president, 


tive secretary, H. R. 

The following are nominated to be 
trustees for a three year term: Henry 
Michaelson, Hillside; Mr. Yedwab, Pat- 
erson; and for a one year term—George 


Lehman, Newark. 


Brokerage Service Fee Suit 


Mr. Freeston reports to the member- 
ship that at a special meeting of the 
executive committee it was unanimously 
decided that the 
accept the invitation of the 
Court of New 
amicus curiae, in the matter 


association should 
Supreme 
Jersey to file a_ brief, 
pending 
before the court entitled Coro Brokerage 
Inc., vs. M. Richard and J. 
tr ading as Grove Transportation Co. 
“This suit,” says Mr. Freeston, “arose 
as result of defend ant refusing to pay 
a brokerage service fee of 10% of the 
premium of a taxicab fleet processed 
through the N. J. Auto Assigned Risk 
Plan, even though the defendant en- 
tered into a written agreement to this 
effect with the plaintiff; and was volun- 
tarily executed as an inducement for 
the plaintiff to handle this assignment 
expeditiously. The defendant was there- 
by enabled to obtain his statutory policy 
within five dz 1ys, and sustained no inter- 
ruption in the operation of his fleet of 
taxies. The plaintiff, a New Jersey 
licensed insurance broker, instituted this 
suit to recover his previously agreed 
upon earnings. (The Assigned Risk Plan 
specifies 5% commission on taxies). 
“The lower court gave judgment in 
favor of defendant but recommended that 
its decision be appealed, as a novel ques- 
tion of law was involved, not rer 
adjudicated within New Jersey. Plaintiff 
therefore took an appeal and the case 
is now before the Supreme Court of 
New Jersey for deciding the merits of 
plaintiff’s case. 
“Our association counsel was instructed 


Richard 


to prepare a brief and enter an appear- 
ance in this case on behalf of this 
association, in favor of the plaintiff. 
The Attorney-General, on behalf of the 
Insurance Department, also filed a brief, 
amicus curiae, in favor of the defendant, 
asserting, among other things, that to 
pay such a fee in addition to the estab- 
lished premium which included a 5% 
brokerage, was against public policy. 

“Our general counsel, Edward Krowen, 
and his associate, Lewis C. Stanley, of 
Trenton, together with your executive 
secretary attended a conference with 
Lawrence Stern, Deputy Insurance Com- 
missioner, on December 30 and dis- 
cussed the expedient and proper steps 
to be taken by counsel so that there 
would be cooperative and not conflicting 
views in the various briefs and motions 
before the court. 

“Our executive committee decided that 
this association should take all reason- 
able steps to preserve the privileges and 
rights of an insurance broker as to his 
in wl agreed upon remuneration 
with a policyholder; that to neglect to 
enter an appearance in this case, after 
invitation by the court, might result in 
a legal determination and precedent for 
all similar agreements in the future, 
should this litigation be adjudicated in 
favor of the defendant; and that such 
an adverse decision might also influence 
and deter the broker from collecting a 
service fee from the policyholder even 
including Workmen’s Compensation As- 
signed Risks. This latter subject evinces 
graver consequences to a broker’s earn- 
ings.” 





Katten President of 
New Orleans Agents 


Herman Katten, local agent, was 
elected 44th president of the New 
Orleans Insurance Exchange at the an- 
nual dinner meeting. He succeeds George 
D. Tessier who was elected to serve as 
a member of the executive committee. 

Other officers elected are Paul W. 
Mcllhenny, vice president; Charles L. 
Rittenberg, treasurer; and E. Patrick 
McCloskey, secretary. Elected to the 
executive committee are the following: 
Ashton M. Hardy, Richard P. Ellis, 
Louis M. Bodenheimer, C. Eldon Powell, 
Norton E. England, John A. Barry, as 
well as Messrs. Tessier, MclIthenny, and 
McCloskey. 

The New Orleans Insurance Exchange 
is comprised of more than 150 local 
agents, and their agency associates doing 
business in the greater New Orleans 
area. 


Weghorn Names Giambalvo 





JAMES GIAMBALVO 


James Giambalvo, formerly rating sec- 
tion supervisor with the Continental In- 
surance Co, in New York, has been ap- 
pointed manager of the multiple peril 
department of the John C. Weghorn 
Agency, Inc. 

Mr. Giambalvo, a resident of Flushing, 
studied at City College of New York and 
was licensed as a broker in_ 1950 follow- 
ing graduation from the Pace College 
School of Insurance. He was with the 
William H. Sohmer & Son _ general 
agency for a year before going with the 
Multiple Location Service Office in 1950. 
He joined the Continental in 1952. 





General Brokers’ Assn. 


Installs New Officers 


Cornelius W. Haarmann, Jr., vice 
president of Charles William Benfield, 
Inc., has been installed as president of 
the ” General Insurance Brokers’ Asso- 
ciation of New York succeeding Henry 
B. Olshen. Other officers elected are: 
Joseph Carlin, Martin D. Cowan, Charles 
M. Dorfman, Max Kurz and Fay W. 
Sterenbuch, vice presidents; Joseph F. 
Conroy, secretary; Robert Ferguson, as- 


sistant secretary, and Charles Sorkin, 
treasurer. 
Members of the executive committee 


are Andrew H. Boardman, Louis Escher, 
Harold Fleischer, Nathan Greenbaum, 
Leonard Jacobs, Arthur Milton, Abra- 
ham Prussoff and the other members of 
the executive committee are George F. 
Sullivan, Paul Simon, Samuel Oberman, 
Jack A. Fink, Russell Wittpenn and 
Henry Olshen, all past presidents of the 
association, The new officers were in- 
stalled January 21 at Fraunces Tavern 
in New York. 





Pa. Fire Rate Hearing 


Resumes on January 26 


Insurance Commissioner Francis R. 
Smith of Pennsylvania announces that 
the public hearing on the fire rate adjust- 
ment filing of the Middle Department 
Association of Fire Underwriters, re- 
cessed recently, will be resumed on 
Monday, January 26. On that date the 
hearing will be resumed at 10 a.m. in 
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Werbel Producers’ Course 
Starts on February 9 


3ernard G. Werbel, director of Werbel 
Institute, announces that enrollment has 
started for a qualifying general insur- 
ance course to be given at Werbel In- 
stitute. Prospective insurance brokers 
and agents will receive instruction for 
state examinations. Although only 9) 
hours of classroom instruction are re- 
quired by the Insurance Law of the 
State of New York, this course consists 
of 120 hours, plus extra-curricula educa- 
tional features. 

The course commences on February 9, 
with classes being held on Monday, 
Wednesday and Friday evenings from 
7:00 to 10:00. There are 40 three-hour 
lectures. 

The school is located at 221 Hemp- 
stead Turnpike, West Hempstead, L. I 
The tuition is $85. 





City Hall, Philadelphia. Upon conclusion 
of the testimony in Philadelphia, the 
hearing will continue in Pittsburgh. 

City officials of Philadelphia and Pitts- 
burgh filed formal protests with the 
Insurance Commissioner against the 
changes proposed by the Middle Depart- 
ment, the fire rating organization for 
most of the fire insurance companies 
doing business in Pennsylvania. 

The over-all effect of the rate adjust- 
ments is relatively minor. However, in 
some areas substantial increases are 
requested. 
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Donohue Exec. V. P. 
Reciprocal Managers 


OTHER ELECTIONS ANNOUNCED 





McCarthy and Nelson Asst. Vice Presi- 
dents; Burant, Danko, Fallon 
Assistant Secretaries 





Vincent E. Donohue has been elected 
executive vice president of Reciprocal 
Managers, Inc., attorney-in-fact and 
manager for American Reciprocal In- 
surers, it is announced by Schuyler 
Merritt, II, chairman and president. 

Mr. Donohue has been with the organ- 
ization for 22 years, having held a 
number of positions in the field and in 
the administration of the sales and serv- 
ice department in the home office, be- 
coming a vice president in 1946. 

Mr. Merritt also announces election 
of John I. McCarthy and B. William 
Nelson, Jr., as assistant vice presidents 
and Theodore S Burant, George Danko, 
and Robert V. Fallon as assistant secre- 
taries, all of whom have been with the 
company for a number of years. 


AFIA Report 


(Continued from Page 20) 





writing statements record premiums 
written in fire were $5,886,000; marine, 
$1,515,000; and casualty, $1, 866,000. The 
fire results for the year were profitable 
while the marine and casualty results 
showed losses. The demand for reciproc- 
ity continued and has an important 
bearing on our treaty income. 

Gross premiums written by the broker- 
age department and service offices were 
$5,980,000 and it assisted in servicing 
American brokerage accounts in the 
United States resulting in a premium 
income of $1,642,000 under policies issued 
by our branches overseas. Several im- 
portant United States brokerage firms 
have opened foreign branches or joined 
forces with local brokers. 

“Historical divisions are giving way to 
new groups and the Common Market 
is the first of these. On January 1, 1959, 
Germany, France, Italy, Belgium, Hol- 
land and Luxembourg moved into an 
economic union and customs pact. Poli- 
tical unity is hoped for within one or 
two decades and goods and services are 
expected to move as freely as in the 
United States. 

“The formation of a European Common 
Market and the potential Free Trade 
Area with its 285 million people has 
created a tremendous political and eco- 
nomic stir everywhere. The West Indies 
Federation came into being recently and 
talk is heard of an Africa-Asia Common 
Market and a South American Common 
Market. 


“United States foreign investments 
abroad are estimated at $37 billion, the 
AFIA share of which totals $11.5 million. 
It is here, in the years ahead, that our 
member companies, through AFIA, will 
develop to an ever greater degree their 
own business and the foreign trade of 
the United States. 

“The members of the American For- 
eign Insurance Association for the past 
40 years have never disturbed the in- 
surance industry in any country. We 
have, by conservative and sound oper- 
ation and through cooperation with na- 
tional insurance companies, gained the 
high regard and respect of the insurance 
industry everywhere. We have strength- 
ened their markets and we have en- 
couraged United States commerce and 
industry to enter foreign markets. 

“T believe that more than ever we 
have an important role to play in the 
foreign field. The resources and facili- 
ties which we make available are a 
valuable contribution to international 
trade. Insurance investments and insur- 
ance protection will make possible the 
accomplishment of the great projects 
which the leaders of the free world have 
in mind. Insurance will play a vital part 
in providing the protection that must 
be arranged before these tremendous 
undertakings can be started. 

“The insurance business in all coun- 
tries kept free, soundly and intelligently 
conducted and managed, can play an 
important part in ensuring that the 
peoples of all lands shall have the rich 
and full life which we enjoy in the 
United States under a system of free 
private enterprise.” 





N. Y. Rate Proposal 


(Continued from Page 1) 


that as of December 31, 1957, there were 
706,045 residential buildings in New York 
City, with 2,535,666 living units. There 
were 305,000 industrial and business firms 
in the city. Violations filed by the 
Department of Buildings in 1957 totaled 
409,797 and Fire Department violations 
numbered 185,016. 

The principal violations considered by 
the Department of Buildings were listed 
as follows: 

“1. Rats 

“2. Illegal conversions, unlawful change 
of occupancy, or overcrowding. 

“3. Illegal cellar occupancies unless the 
plans legalizing same are being held up 
by the department, or such as have been 
approved. 

“4. Any blocked egress or lack of fire 
retarding or defective fire escapes suffi- 
cient to constitute a hazard to life. 

“5. Illegal increase in occupancy if it 
effects egress. 
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“6. Defective refrigerator. 

“7. Defective or hazardous wiring. 

“8. Falling plaster or dangerously loose 
plaster. 
water supply or defective 
plumbing (this does not mean a toilet 
seat or minor defect). 

“10. Any illegal alteration. 


“11. Absence of sprinkler system where 
necessary. 
“12. Gas_ leaks or inadequate gas 
g 
pressure. 


“13. Sewerage in cellar—such as waste 

backing up. 

“14. Illegal single room occupancy. 
VAS, 
“16. 
OFT. 
“18: 
19. 


Storage of inflammable materials. 
Doors not self-closing. 
Accumulation of rubbish. 
Obstruction in halls or fire escapes. 
Defective fire escapes.” 


NYFIRO Not Consulted 


The New York Fire Insurance Rating 
Organization stated this week that it 
was unaware of the Mayor’s plan until 
it had been released for publication. 
There was no prior consultation with 
the rating organization by the Mayor’s 
committee. What response the NYFIRO 
will make is not known, although it is 
assumed the rating body will give con- 
sideration to the proposal if approached 
by the city or the New York Insurance 
Department. However, as stated, the 
practice for a half century or more has 
been to rate residential property on a 
class basis. 

Mayor Wagner’s 
Rockefeller states: 

“1. Predicating fire insurance rates on 
violations and hazards would: 

“a. Be a powerful tool in removal of 
building violations and halting the spread 
of slums and in reducing the hazards of 
places of employment by giving owners 
and businessmen an incentive for re- 
medial action. 

“b. Make it possible to offset the cost 
of removing violations through premium 
savings. 

“c. Create favorable social and eco- 
nomic influence on the city’s living and 
working conditions. 

“2. To better relate the rates to hazards 
and violations it appears desirable to: 

“a. Extend schedule rating to residen- 
tial properties. 

“b. Improve schedule rating procedures 


letter to Governor 


Ve 

“i) Simplification of language. 

“(i) Making certain that the insured 
obtains notice of the nature of violations 
discovered by insurance inspectors. 

“(ii) Making it clear to the insured 
how removal of violations can reduce his 
premium. 

‘c. Correlate building violations with 
the insurance underwriters rating sched- 
ules, so that building inspections can 
serve as the basis for fire insurance 
rating and fire insurance inspectors in 
effect constitute an expanded enforce- 
ment staff to city departments. 


Recommendations 


“The informative schedule furnished by 
the fire rating organization, which shows 
the hazards present and steps to be 
taken to reduce the risk, should be 
permanently posted in a conspicuous 
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place in every commercial building and 
every dwelling of more than two families. 
In this way tenants would know not 
only what the hazards and violations are 
on their own premises but those on the 
building generally and could exert pres- 
sure on the owner to remove them. 

“In connection with all policies cover- 
ing the mortgagee’s interest (here the 
original policy is sent to the mortgagee 
and a copy to the owner) a copy of the 
informative schedule should be sent to 
the mortgagee, since his interest is 
directly involved. This device will enlist 
the mortgagee’s interest in securing 
remedial steps against violations both 
because of possible losses and the further 
possibility that losses will be unpaid. 

“4. Obviously, since the extension of 
schedule rating to residential buildings 
would result in a much greater inspection 
work load, the underw riting organization 
would require a drastic increase in 
inspection personnel. 

“5. A study should be made of 
advisability and possibility of enacting 
an amendment to the State Insurance 
Law, or local law, to provide that where 
a court conviction has resulted from a 
failure to remove violations relating to 
building operation and maintenance, the 
fire insurance policies shall be void. The 
effect of such a law would be to deprive 
from fire insurance reimbursements those 
who fail to remove violations. This 
threat would serve as a tremendous in- 
centive to policy holders to investigate 
violations on record for their premises 
with the various city departments and to 
remove such violations. The threat also 
would serve as the basis for voluntary 
self-inspection to remove potential vio- 
lations, a plan successfully being used 
by the Department of Health in connec- 
tion with Sanitary Code violations.” 


the 





RUBENSTEIN-KATZ CO. 
Mortimer Rubenstein and Sol M. Katz 
have consolidated their insurance oper- 
ations and are now known as Mortimer 
Rubenstein-Katz Co., with offices at 66 
Court St., Brooklyn, N. Y. 
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Plan To Close Sales Successfully 
Agents Told; Important as Approach 


Closing an insurance sale is as im- 
portant as any other feature of a 
presentation to a prospect and yet many 
agents apparently do not prepare ade- 
quately for the close in the opinion 
of John Adam, Jr., CPCU, vice president 
of the Central Mutual of Boston. In a 
talk delivered before the National Asso- 
ciation of Mutual Insurance Agents he 
outlined several methods, used success- 
fully, for determining when prospects 
are ready for closing. 

“If you start on the close of your sale 
with the feeling that you have some- 
thing to give your prospect, you will 
unconsciously communicate this feeling 
to your prospect,” said Mr. Adam. “In 
fact, your prospect will have sensed 
this feeling before you get to the close. 

“Now you may say, if you know you 
have something to give the prospect and 
if you have the prospect sold that he 
needs your protection, why doesn’t the 
prospect voluntarily say—okay, I'll buy 
it. He doesn’t because we, all buyers, 
have become a sales-resistant people. We 
have to be sales resistant to protect our- 
selves and our pocketbooks these days. 
Turn on the radio, turn on television, 
pick up a newspaper, read a magazine, 
and you are constantly besieged to buy 
that product. 


this or 


Prospect Aims to Put Off Decision 


“When someone offers to sell you 
something even though it seems like 
a good idea to you, what is your first 
reaction? No. And so your prospect’s 
reaction, even though he likes what you 


have, is to say no or to put off until 
tomorrow. 
“Then, too, most people will avoid a 


decision if they can. To buy your product 
your prosvect must make a decision, It 


is much easier for him not to make a 
decision and simply continue on the 
wav he is. 

“Let’s look at it this way. When it 


comes to the close of a sale, you already 
have the prospect convinced that your 
nroduct is a good thing for him to buy. 
The selling is done in the approach and 
demonstration. The close is simply get- 
ting a person who is sold to admit that 
he sold. All that needed is a 
slight push. 

“Too often we think of the close as 
a tug-of-war. The prospect is trying 
not to buy and the salesman is trying 
to get him to buy. Actually, the close 
is not a contest; it is the place where 
the salesman makes it easier for the 
prospect to buy than not to buy. 


When Is Prospect Ready to Close? 


is is 


“How do you know when the prospect 
4s ready to close? First, there no 
one psychological moment for the close. 


is 


Int’ every sale there are many _ psycho- 
logical moments when the sale can be 
closed. 

“You can use trial closes to find out 


whether or not your sale is ready to 
be taken out of the oven. Trial closes 
are innocent appearing questions the 
answers to which let you know whether 
or not vour prospect is ready to buy,” 
Mr. Adam observed, 

“For example, suppose you had told 
vour prospect all about the two item 
Business Interruption coverage and you 
now wanted to see whether or not it 
Was time to close the sale. You might 
say, ‘Mr. Prospect, do you wish to cover 
all of vour employes or just your key 
emploves?’ If your prospect answer: 
ether thet he wants to cover all or just 
the key employes, o viously he is think- 
ing about buying Business Interruption 
insurance and you are ready to continue 
your close. 

“If, on the other hand, he comes back 
with some reply such as—he doesn’t 
know whether he wants to cover any of 
his emploves, or he isn’t sure he wants 


to buy this coverage—then you know 
that mere selling is required before 
the saie can be closed. 


“IT have a friend who sells air-condi- 
tioners and when he believes his prospect 
is sold his favorite trial close question 
‘Mr. Prospect, do you believe there 


Te 

is room for this air-conditioner in that 
corner?’ Obviously, if Mr, Prospect de- 
cides whether there is or isn’t room, 


he is thinking of buying the air-condi- 
tioner. 


Benefit of Trial Close 


Che beauty of a trial close is that it 
enables you to find out what the prospect 
is thinking, but you do not have to make 
a retreat.if the prospect’s reaction is 
unfavorable. You simply put the prospect 
back in your sales oven and continue 
selling him on the benefits that your 
product will bring to him. If the trial 
close is successful, you then continue 
with the close. 

“There are many methods for closing 


“or 


sales. All methods are based on the 
idea of making it easier for the prospect 
to buy than to refuse. To put it another 
Way, the normal force of inertia makes 
it easier for the prospect to do nothing 
than to do something. In a good close 
the prospect will find that he has to 
do something to keep from buying. Ii 
he does nothing he will find that he 
has bought,” said Mr. Adam. 

“One of the most effective means of 
closing a sale is a series of questions, 
each one of which gets the prospect 
closer to buying without the prospect 
ever having to make a major decision 
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H. time and money can be saved in policy printing and 
processing through simplified standardization, is clearly told 
and fully illustrated in our new booklet, the “Short Write”® 
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The story is deechad to companies interested in more 
attractive policies, with engineered processing features that 
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For example, suppose you were selling 
an insurance policy on a dwelling. After 
you had explained the coverage and you 
wanted to see if the prospect was ready 
to buy, you might use as a trial close, 
‘Mr. Prospect, who is your mortgagee ?’ 

“If the prospect tells you the name 
of the mortgagee, it indicates that he’s 
thinking about buying this policy from 
you. You would then continue, ‘Mr. 
Prospect, your home has a non-combus- 
tible roof, hasn’t it?’ Now certainly in 
these two quest’ ons there is nothing to 
scare the prospect off, and yet in answer- 
ing these two questions he is gradua'ly 
becoming accustomed to the fact that 
he is going to buy your product. 


How Much Protection Do You Wish? 


“Your third question might be, ‘How 
much protection do you wish to carry ?’ 
Even the answer to this question doesn’t 
commit him to buy but now it has 
hecome more difficult for him to turn 
back. : 

“Finally, you might say, ‘Shall we write 
this protection on the five-year install- 
ment plan?’ Even in this final question 
which commits him to buy, he still has 
not had to face a decision of whether 
he should buy or shouldn’t buy. Each 
question has brought him one step closer 
to the sale without ever forcing him to 
make a major decision. 

“A second form of close is the minor 
point close. This method recognizes that 
most people do not like to make deci- 
sions, but that it’s easier to make minor 
decisions than major decisions. 

“A friend of mine who sells cosmetics 
to department stores uses a display case 
as a means of making a minor po.nt 
close. When he believes that the buyer 
for the department store is ready to 
cicse, he says, ‘Mr. Buyer, where do you 
think we should put the display case ?’ 
Now if the buyer agrees on where to 
put the display case obviously he has 
bought the line of cosmetics, yet it is 
much easier to decide about the place- 
ment of the display case than it is to 
make the major decision of whether or 
not the store should take on an addi- 
tional line of cosmetics,’ continued Mr. 
Adam. 

“In selling a dweiling policy you might 
use the minor point close by saying to 
your prospect, ‘Is 10% enough coverage 
on rental vaiue?? When the prospect 
answers yes, it is enough, or no, it isn’t 
enough, he has bought the policy with- 
out being forced to make a point blank 
decision—do you wish to buy or don’t 
you? 

Do Not Give Up After Attempt Fails 

“Every close does not work with 
every prospect. When a close does not 
work, it us usually because the prospect 
is not sufficiently so!d or because he has 
some fear of the unfavorable conse- 
quences which will result if he buys from 
you. It may be that buying from you 
means taking the insurance away from 
a personal friend. 

“It may be that he has had a loss-free 
record and fears what might happen if 
he should have a loss immediately under 
your contract. It may be such a simple 
thing as he has become accustomed 
to getting an annual diary from his 
present agent. Whatever it is, when it 
comes time to close, the prospect will 
magnify in his own mind all of the 
unfavorable consequences of deciding. 

Do not give up after the first attempt 
to close. Go back and resell your pros- 
pect emphasizing those things in which 
he seemed to be most interested. Then 
try a second close. No sale should be 
abondoned without at least two attempts 
to close. 

_ “There are many other types of clos- 
ing. There is, for example, the choice 
close. You offer your prospect a choice 
between a three-year policy or a five- 
year policy, between payment in advance 
and installments, namely a $10,000 CPL 
limit and a $25,000 limit. You offer 
your prospect a choice between two 
alternatives either one of which means 
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that he will buy from you,” Mr. Adam 
pointed out. 

“An agent friend of mine uses a very 
clever close when selling automobile lia- 
bility insurance. When he believes his 
prospect is sold, he-takes out a claim 
form and proceeds to show the prospect 
how to fill out the claim form in event 
of an accident. How can a prospect be 
interested in filling out a claim form for 
this agent? There is only one way, that 
is, if he is insured with this agent. In 
short, the agent simply assumes that 
the man is going to buy and if the man 
is sold, he allows the agent to continue 
showing him how to fill out the claim 
form, 

“Any of these closes which makes it 
easier for the prospect to buy than not 
to buy is an effective way to close. Use 
the kind of close which best fits your 
natural sales personality. 

Getting a Signed Application 

“Occasionally, you will have to get a 
signed application for a coverage. A 
signed application can help you sell if 
it is handled correctly. If, however, you 
wait until the conclusion of the sale to 
dig the application out of your briefcase, 
making a stab for your fountain pen, 
and saying—‘Sign here,’ the application 
will become an insuperable barrier to the 
close of your sale. Get the appiication 
out early in the sale so that the prospect 
has a chance to get used to it, 

“Use your pen during the sale to make 
points about the coverage. When it 
comes time to get the application signed 
never say to the prospect—‘Sign here.’ 
To many people the word ‘sign’ has un- 
favorable connotations—he signed his 
life away’; ‘he signed and he was sorry.’ 
Far better than ‘sign here’ is ‘please 
write your name here’ or better still, the 
salesman says (even if there is no place 
provided in the form for it), ‘Now I'll 
write my name here and you write your 
name there.’ 

“The fact that the salesman initiates 
the act to write his name below or above 
or in some other piace makes it easier 
for the prospect simply to continue the 
action and write his name. 


Selling After the Sale 


“Let’s say that you have the sale 
wrapped up. Your close is complete. 
What do you do now? One authority 
says—run, don’t walk, to the nearest 
exit. This may be good procedure in 
selling some products but in insurance 
I think it is a mistake. Have you ever 
had the experience of buying some 
clothing and while you were deciding 
to buy the salesman told you how won- 
derful it looked on you, the color was 
just right, the style fine for you? 

“And all the time you resisted because 
you felt he was trying to sell you? 
Then you decided to buy. After you 
bought and paid your money, have you 
ever had a salesman say to you, ‘You 
made a good buy. That suit is perfect 
for you.’ What did you think then? You 
thought: it does look good on me. It is 
a good buy. You didn’t resist because 
having made the decision and paid your 
money you wanted to think that you 
had made a good buy and the suit did 
look well on you. 

“This is called selling after the sale 
You can do this after you have closed 
the sale; you can also do it when you 
deliver the policy to your insured, Once 
the sale is completed, you will find your 
prospect wants to believe all of the good 
things you tell him about your product. 
The resistance is gone because there is 
no longer any need to resist. The things 
which you tell him after the sale will 
be accepted and remembered, they will 
make it difficult for your competitors to 
take your business and they will make 
your collections easier. 

“Will you agree that if you use trial 
closers and some form of a _ planned 


? 


close you will make more sales? Why 
is it, then, more agents do not take time 
to plan their sales presentation and 
especially their method of closing? | 
believe one reason is because many 
agents are preoccupied with the constant 
gnawing worry about their future and 
the future of the American Agency 
System.” 
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Security Bureau 
Re-elects Officers 


F. R. WIERDSMA PRESIDENT 
McAllister and Blackett Vice Presidents, 
Barker Treasurer; Torrey, Holden, 
Barker Among Directors 
Jeremiah J. Sullivan, general manager, 
announced that at the annual meeting 
of the Security Bureau, Inc., held in 
the Maritime Exchange, New York City, 

the following officers were re-elected: 

President, Frederick R. Wierdsma, 
general manager, Holland-America Line; 
first vice president, James P. McAllister, 
president McAllister Lighterage Line, 
Inc.; second vice president, Joseph S. 
Blackett, vice president, Grace Line, Inc. ; 
treasurer, Owen E. Barker, president, 
Appleton & Cox, Inc.; secretary, 
Josephine M. Barron, secretary, Security 
Bureau. 

The following 
for terms expiring in 

James B. Young, executive vice 
dent Barber Steamship Lines, Inc.; Guy 
deBerc, general manager for U. S. and 
Canada French Line Mr. Blackett; 
Jones F. Devlin, vice ices United 
States Lines. 

Also Mr. Barker; E. C. Holden, 
dent United States P. & I. Agency, 
Mr. McAllister: J. Walter Sullivan, 
ident Oceanic Service Corp. 

The following director was elected for 
a term expiring in January, 1961: Fred 
K. Dezendorf, general operating manager 
Moran Towing & Transportation Co. Ine. 

All officers and directors represent 
companies which have been active in the 
operation of the Security Bureau, Inc. 
since its formation in 1946. 


President’s Report on Year’s Work 


President Wierdsma_ reviewed the 
problems and accomplishments of the 
Security Bureau in his annual report to 
the meeting: 

“Our industry, like many others, has 
just weathered a year of economic g ales. 
It is, unfortunately, axiomatic that in 
such times of depressed economic condi- 
tions the problem of waterfront theft 
and pilferage, which is the main target 
of our Bureau’s activities, takes on even 
greater significance. While pier 
at any time cut into our industry’s 
profits, they are more keenly felt in times 
of recession, Then too, there unfortun- 
ately appears to bea relationship between 
general economic conditions in our trade 
and our loss experience. The temptation 
to pilfer or steal cargo seems less invit- 
ing in times of prosperity and full em- 

‘ployment than it does in periods of 
economic stress, a condition which re- 
emphasizes the need for stricter security 


elected 
1962 


presi- 


directors were 
January, 


presi- 
Inc.; 
pres- 


losses 


measures and an organization such as 
our bureau, 


“The recognition by the maritime 
industry in the Port of New York of its 
responsibility to maintain adequate se- 
curity on our piers and to exert its 
united efforts toward suppressing losses 
resulting from theft and pilferage is not 
new, nor can it be said that such 


recognition has been engendered by any 


recently sounded public or _ official 
clamor. In truth, it was over twelve 
years ago that the concerted efforts of 
over 160 member companies, represent- 
ing the major sections of our industry, 
gave birth to the Security Bureau. 


Wide Range of Services 


“Our bureau has over the years con- 
tinued its program of investigating 
losses sustained by its members and 


furnishing written reports to the mem- 
bers and law enforcement agencies con- 
cerned. It has maintained close liaison 
with the FBI, the various police depart- 
ments, the U. S. Customs Service, the 
Waterfront Commission and other Fed- 
eral, state and municipal agencies. It has 
been called upon to evaluate the facts 
and determine whether sufficient evi- 
dence existed in those cases where our 
members signed criminal complaints in 
state courts, protecting them from pos- 
sible civil suits for false arrest or mali- 
cious prosecution. 

“Tt has acted as the complainant’s at- 
torney in those courts where no District 
Attorney is assigned. It has worked in 
close harmony with Federal and state 
attorneys in all stages of the prosecu- 
tion from the initial arraignment to the 
final sentence. It has helped in the pre- 
sentation of cases by obtaining necessary 
documentary evidence such as bills of 
lading, delivery records, etc., arranging 
for the appearance of witnesses and, in 
some cases, even testifying concerning 
admissions obtained from defendants. 
Failing this vital assistance, in many 


instances successful prosecutions could 
not have been obtained,” Mr. Wierdsma 
stated. 

“These services, which the bureau 


renders to its members in its continuing 
campaign to suppress pier thefts, have 
proven their value and are still of such 
a nature that they can only be performed 
adequately for our members by a private 
agency such as ours. The problem of 
pier losses, unfortunately, is not one that 
is susceptible to any ned solution or 
panacea, nor will it be eliminated by the 
employment of any gimmicks. 

“During the past year our legal staff, 
in its prospective efforts, made 300 ap- 
pearances on behalf of our membership 
in the courts of New York and New 
Jersey, in our Federal Courts and before 
various administrative bodies; 29 con- 
victions were obtained involving long- 
shcremen, truckdrivers, checkers, hi-lo 
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drivers, garbage men and others. The 
defendants in these cases ranged from 
first offenders to hardened recidivists and 
notorious receivers of stolen goods. Since 
the inception of the Bureau, a total of 421 
convictions have been obtained. This 
is truly indicative of our efforts and the 
excellent cooperation received from our 
members, their security staffs and all 
interested law enforcement agencies. 


Too Many Suspended Sentences 


“Sentences imposed by the various 
courts on waterfront larceny convictions 
during the last year ran the scale from 
suspended sentences to seven years im- 
prisonment, Unfortunately the courts, in 
the disposition of these cases, imposed a 
great many suspended sentences, weaken- 
ing the deterrent effect of the prosecu- 
tion. The bureau has consistently main- 
tained that prison sentences should be 
the rule rather than the exception if 
prosecution is to serve the desired result 
of reducing the number of thefts and 
pilferages on our piers, It has acquainted 
the courts and probation departments 
with background information on defend- 
ants and has emphasized the need for 
adequate sentences following convic- 
tions,” President Wierdsma stressed. 

“Cornelius W. Wickersham, Jr., United 
States Attorney for the Eastern District 
of New York, in commenting on the as- 
sistance of our bureau, emphasized the 
importance of the fact that all waterfront 
larcenies must be prosecuted whenever 
possible and that an organization such as 
the Security Bureau is of inestimable 
value in achieving this aim. 

“ 

Over the years the Security Bureau 
has developed and maintained liaison 
with law enforcement officials in many 
of the outports and has been of assist- 
ance to our members using these ports 
by reporting for them losses sustained 
there. This invaluable service will be 
continued for our members. 


Wide Interest by Other Ports 
“Again during the past year a great 


deal of interest has been shown by 
various outports in our bureau’s ac- 
tivities. Many inquiries have been re- 


ceived from these ports concerning the 
organization, operations and financial set- 
up of our bureau with an indication that 
these ports hoped to emulate our ex- 
ample by the possible establishment of a 
similar private agency to help in the 
solution of their waterfront losses. 

“In one instance we were asked by a 
member to analyze the results of a water- 
front arrest for larceny in another port 
where the case resulted in a dismissal. 
In this case it was evident that subse- 
quent to the arrest of the longshoremen 
involved there was no follow-up. No 
concerted effort was made to establish 
the required identification of the stolen 
cargo and the required witnesses from 
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the importer and steamship company 
were not produced... Consequently, th 
necessary documentary evidence such as 
invoices and bills of lading were not 
introduced and the court felt it had no® 
alternative but to dismiss the case. § 
“We have been advised that in some 
ports, especially i in cases involving minor ™ 
thefts, there is no uniform effort ex- 
pended in following these cases to a suc 
cessful conclusion. Inadequate investiga- 
tion or preparation of a case results in an/ 
unsuccessful prosecution and the de- 
terrent effect of the initial arrest is lost 
When this situation is repeated, it is? 
bound to give rise to a negative or lack- 
adaisical attitude on the part of the™ 
maritime industry. ES 
“A reluctance to sign complaints or | 
initiate criminal actions could naturally 7 
be expected to flow from such an atti- 
tude. On behalf of our members, in’ 
every case of larceny where there has) 
been sufficient legal evidence to link’ 
a theft with a defendant, our Bureau has} 
vigorously pursued the matter to prose- © 
cution, 















Recovery of Stolen Goods 


“Efforts of the Security Bureau have 
not only resulted in the successful prose- 7 
cution of many thieves and receivers, but | 
have in many instances aided in the! 
recovery of sizeable quantities of valuable 
stolen goods of such diverse natures as § 





scarves, gloves, toys, ink cartridges, etc,” BS 
the president related. = 

“In one case when agents of the FBI)” 
were conducting a_ surveillance of a 
Brooklyn freight forwarder- warehouse- 7 
man suspected of illegally receiving a 7 


(Continued on Page 31) 
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Premo Turns Down NBCU Filing: 
Suggests Changes In Re-Application 


dence from the records of the Connecti- 


Connecticut Insurance Commissioner 
Alfred N. Premo has disapproved the 
filing of the National Bureau of Cas- 


ualty Underwriters for revised bodily 
injury and property damage auto lia- 
bility rates. Mr. Premo’s initial com- 


ments on receipt of the filing recently 
caused an exchange of letters between 
the Commissioner and William Leslie 
Jr, manager of the National Bureau. 

Turning down the filing, Mr. Premo 
asked the Bureau to re-consider its rate 
application, particularly the premium 
charged to assigned risk drivers, who 
he considers do not pay their share of 
costs in proportion to the risk they 
create thereby penalizing accident-frec 
drivers. 

In a letter to Mr. Leslie, Mr. Premo 
invited the Bureau to re-assess the filing 
and specified the following points for 
re-examination : 

(a) “A reduction in 
Rated Territories. 

(b) “Charging accidents against loca- 
tion of their occurrence, rather than 
against the location where the automo- 
bile is garaged. 

(c) “That your rate structure include 
a constant that recognizes the number 
of persons that drive any insured auto- 
mobile, along with the total average 
yearly mileage, of any specified insured 
automobile. 


the number of 


Reference to Assigned Risks 


(d) “The present system of rating 
penalizes the careful driver and allows 
the careless and accident- -prone driver 
to eae penalty by not paying their 
just share of the cost of the accidents 
that they create. We call your special 
attention to this phase of your rating 
structure, as the large number of careful 
and accident free drivers are carrying 
the burden of the repetitious careless 
and accident-prone drivers. This situa- 
tion is not in the public interest and is 
unfairly discriminatory. We have evi- 





John Street Club Elects 
William C. Simpson Pres. 


William C. Simpson, secretary, Royal- 
Globe Insurance Group, was elected pres- 
ident of the John Street Club, at its 
annual meeting held this month. 

Also elected were: Vice president, Carl 
L. Dellenberger, director, Despard & Co.; 
secretary, Lawrence F, Corroon, secre- 
tary, R. A. Corroon Inc.;_ treasurer, 
Donald Rindell, vice president, Marsh 
& McLennan. 

Named governors of the club were 
the following: John A. Bogardus, Jr., 
Alexander & Alexander, Inc., Joseph P. 
Gibbons, Jr., Despard & Co., and Mr. 
Rindell, 

Mr. Simpson succeeds Joseph E. John- 
son, Indemnity Insurance Co. of North 
America as president of the John Street 
Club. Other out-going officers are: Secre- 
tary, Charles H. Pritchard, Jr., Pritchard 
& Baird, and governor, John R. Wal- 
bridge, Insurance Co. of North America. 

William T. Dunn, Jr., Johnson & Hig- 
gins; C. J. Reid, Jr. of C. J. Reid & 
Co, Inc., and J. J. Schratwieser, of Sea- 
board Surety continue their terms as 
governors of the club. 


cut Motor Vehicle Department that 
proves that this condition has actually 
existed for the past few years and that 
the large percentage of accidents are 
caused by the assigned risk driver that 
is between the ages of 20 and 

“The greatest offenses of this Assigned 
Risk Group are as follows: Disobeying 
traffic signals. Defective equipment. 
Violations of Rules of the Road. Reckless 
driving. Speeding. 

“The surcharges for this group of 
Assigned Risks, should, in our opinion, 
be increased in proportion to the risks 
that this group creates, the burden of 
which is passed on to the careful and 
accident free drivers. 

Mr. Premo urged “a realistic approach 
as present day conditions are not to be 
compared with conditions of five years 
ago, as it now appears that we have a 
new kind of economy to which many of 
the classical rules of economics no 
longer apply.” 

He added that the movement of popu- 
lation from the centers of a density of 
population to the suburban areas keep 
the lower rated automobiles on the roads 
for greater mileage, with more drivers, 
to the unfairness to the car owner in 
the centers of population that makes 
higher mileage unnecessary, as_ they 
are in the central area of their work 
and business activity, where rates are 
higher than the surrounding area. “Your 
low rated perimeter, it appears, is much 
too large in area,” he told the Bureau. 

The letter to Mr. Leslie also noted 
that stock companies have been writing 
increasingly less premiums for the past 
seven years and that the Connecticut 
Insurance Department has a duty “to 
see to it that the licensed companies are 
at all times in a position to pay (without 
dipping into their surplus) their claims 
and to show a fair profit.” 

At the time of going to press Mr. 
Leslie told The Eastern Underwriter that 
no decision had as yet been made by the 
Bureau on what action the Bureau 
should take in the matter. 


N. Y. Workmen’s Comp. 
Board Chairman Named 


BY GOV. NELSON ROCKEFELLER 





Solomon E. Senior, a Career State Em- 
ploye, to Succeed Angela R. Parisi; 
Their Careers 





Solomon E. Senior, a career civil serv- 
ice employe, has been named chairman 
of New York State Workmen’s Compen- 
sation Board by Governor Nelson A. 
Rockefeller. The nomination, for the 
term expiring December 31, 1964, is sub- 
ject to confirmation by the State Senate. 
Salary for the post is reported to be 
$18,500 per annum. 

Mr. Senior would succeed Angela R. 
-arisi, He has been director of com- 
pensation claims since 1939. He was asso- 
ciated with the Legal Aid Society of New 
York from 1928 until 1934, organizing the 
society’s compensation division. In 1934, 
upon the basis of a competitive Civil 
Service examination he was appointed a 
referee in the workmen’s compensation 
division of the State Labor Department. 

In 1938, Mr. Senior was appointed di- 
rector of the division of workmen’s com- 
pensation, serving until his promotion 
the following year to director of com- 
pensation claims in the state insurance 
fund. 

Mr. Senior is 55, a native of Brooklyn 
and a resident of Flushing, Queens. 


Career of Angela R. Parisi 


Miss Parisi, when she was appointed 
by Governor Harriman, had been as- 
sistant corporation counsel of New York 
City, and a member of the law firm of 
Parisi, Nemser & Louison, Court Street, 
Brooklyn. 

She was formerly with the law firm 
of Caverly, Dimond, Dwyer & Lawler in 
New York City, w hich firm represented 
a group of leading casualty companies. 
She also taught liability insurance and 
commercial law in the adult education 
division of Brooklyn College. 

Also prominent in Democratic politics 
for a number of years, Miss Parisi was 
a delegate to the 1952 National Conven- 
tion and from 1947 to 1949 was national 
secretary of-the Young Democratic Clubs 
of America. 


Mr. Senior will replace .John Mc- 
Mahon of Rochester whose term as 
member of the board expires. Miss 


Parisi’s term as board member continues 
until December 31, 1961. 


HEAR JACK OLSON 
Jack Olson, vice president for Group 
A. & H. of the Combined Insurance Co. 
of America, Chicago, addressed a recent 
luncheon meeting of the Accident & 
Health Underwriters of Milwaukee. 
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Employers Mutuals 
Board Chrmn. Dies 


HANS JERGEN HAGGE WAS 72 





Fourth Employe to Join the Company 
in October 1911 He Became its 
Chairman in 1952; Sons Prominent 





The death has occurred of Hans Jergen 
Hagge, 72, chairman of the board of 
Employers Mutuals of Wausau. Mr. 
Hagge is survived by his mother, his 
wife, Helen Single Hagge, and two sons 
Daniel L. Hagge, accident prevention 
manager for the company, and Robert 
S. Hagge, executive vice president of 
Employers Mutuals. 

The late Mr. Hagge was considered 
a pioneer in the field of workmen’s 
compensation. He started his career with 
Iowa banking houses. He then estab- 
lished his own court reporting firm in 
Chicago and, on October 6, 1911, joined 
Employers Mutuals. He was the com- 
pany’s fourth employe and was given the 
position of assistant secretary. He became 
secretary in 1912, secretary and general 
manager in 1914, vice president in 1925 
and president in 1931. He was elected 
chairman of the board in 1952. 

During Mr. Hagge’s 47 years with 
Employers Mutuals, the Wisconsin com- 
pany assumed a major position in its 
industry. In the first year of oper ration 
premium income was less than $40,000. 
By 1957 premium income was $106 mil- 
lion and assets were $206 million. There 
are 2,750 employes operating out of 105 
offices throughout the United States. 

Mr. Hagge’s pioneering philosophy 
contributed to his company’s early lead- 
ership in industrial accident prevention 
work, industrial nursing services, em- 
ploye rehabilitation, and more recently, 
such specialized services as industrial 
hearing conservation and _ industrial 
atomic energy safety. 


Other Directorships 


He was chairman and manager of his 
firm’s executive committee, a director of 
the First American State Bank of 
Wausau, a director of the General Tele- 
phone Co. of Wisconsin, president and 
director of the Insurance Finance Co. 
of Wausau, vice president and director 
of the Marathon Electric Manufacturing 
Co., Wausau; and a director of the 
Montana-Dakota Utilities Co., Minneap- 
olis. Among the numerous positions held 
with insurance associations, he was 
elected president of the National Asso- 
ciation of Mutual Casualty Companies 
and vice president of the American 
Mutual Alliance in 1952. 

Born in Endover, Iowa on 
20, 1886, Mr. Hagge is also survived 
by six grandchildren, brothers Erwin 
H. Hagge and Herbert J. Hagge, and a 
sister, Miss Algona Hagge. His mother, 
Anna S. Hagge 94, lives in Clinton, Ia. 


October 





OPPOSE NACCA’S EXCESS 

The Governing committee of the Na- 
tional Association of Insurance Brokers 
has formally voted to offer its coopera- 
tion to casualty insurer groups “in op- 
posing the excess of the National Associ- 
ation of Compensation Claimants’ Attor- 
neys” which it believes to be against the 
public interest. 
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Defense Dept. Wants 
‘ Nuclear Legislation 


ROBERT DECHERT REVEALS 


General Counsel Seeks Broader Author- 
ity for Department to Indemnify 
Supply-Construction Contractors 


The Defense Department has given the 
“highest priority” to legislation which 
would authorize the Government to pro- 
vide excess-coverage indemnity to de- 
fense contractors engaged in the per- 
formance of contracts involving nuclear 
unusually hazardous risks, 
Robert Dechert 


other 
Counsel 


and 
General de- 
clared. 

The proposed bill will be sent to Con- 
gress shortly, Mr. Dechert disclosed 
an address to the National Security In- 


dustrial Association. 
The indemnity program which Mr. 
Dechert said is urgently needed was 


A bill was 


no action 


first recommended last 
House, 


year. 


introduced in the but 
was taken. 
Under the the De- 


partment would be authorized to indem- 


measure, Defense 


nify contractors and subcontractors for 


liability losses or property 


out of 


third-party 


arising one incident, 


commercial 


losses any 


over and above available 
insurance 

The Department, he said, plans to pro- 
vide this indemnification “only above the 
point where commercial insurance is no 


terms. 


coverage. 


longer available on reasonable 
We, of 


indemnification authority 
commercial insur- 


course, do not intend to use 


iny as a sub- 
stitute 
ance.” 

It is also expected that the measure 


will provide for contracting with private 


for reasonable 


insurance companies and adjustment or- 


ganizations for the use of their facilities 


and services in settling indemnified 
claims. 
This legislation is mecessary, Mr. 


Dechert explained, because the present 
statutes giving the Department authority 
to indemnify contractors against liability 
under certain circumstances are not suf- 
ficiently broad to meet anticipated future 
needs. 

“We believe that urgent need exists for 
authority of the now 
quested, to permit us to indemnify our 
contractors in the supply and construc- 
tion fields they 
contracts involving unusually 


express type ré> 


when are engaged on 
hazardous 
risks.” 


Types of Risks Included 


Among the risks which the legislation 
would contemplate covering are various 
aspects of missile production and test- 
ing, the manufacture of highly volatile 
fuels and the production of vehicles for 
nuclear weapons, he stated. 


Many defense contractors doing wor k 
in these areas, Mr. Dechert said, “are 
understandably deeply concerned over 
the possibility that an incident might 


occur in the course of performing their 
contracts in which the loss and damage 
to persons and property would be enor- 
mous. Their concern extends not only to 
incidents occurring during the actual 
course of contract performance, but also 
to incidents which might occur many 
years after the contract is completed, 
but as a result of which the manufacturer 
might be sued for enormous sums on a 
theory of product liability. 

“They have found that in certain cases 
involving nuclear and extra-hazardous 
risks they are wholly unable to obtain 
commercial insurance to protect them 
against the risks they run. In these cir- 
cumstances, many contractors are re- 


luctant to undertake the kind of work 


of which I have given you examples, 
involving nuclear or other unusually 
hazardous risks.” 

No incident involving such risks has 


occurred thus far, and it is virtually 
impossible that any incident will arise 
from these causes, Mr. Dechert said. 


Nevertheless, he pointed out, these risks 
“are termed unusually hazardous because 
of the enormous extent of potential lia- 
bility which could arise from an in- 
cident, however unlikely the occurrence 
of such an incident may be.” 

The contractor would be _ protected 
further under the proposed legislation 
by limiting his liability to the $500 mil- 
lion excess-coverage figure, Mr. Dechert 
explained, and, to enforce these limita- 


tions, jurisdiction would be given to 
appropriate Federal district courts in 
any incident where total liabilities and 
property damage are likely to exceed 
this limitation, to stay the execution of 
judgments and to apportion the payments 
to be made to the claimants. 

The measure also would make clear 
the authority to indemnify contractors 
against product liability, and automatic- 
ally would extend the indemnification 
granted prime contractors to their sub- 


contractors and suppliers, Mr. Dechert 
stated. 
Furthermore, the proposal would au- 


thorize indemnification to be granted for 
incidents which occur after the agree- 
ment of indemnification is entered into 


but which arise under contracts executed 
prior to the effective date of the act. 

“It would be our intention to use any 
authority to indemnify very sparingly,” 
Mr. Dechert stressed. “We regard it as 
an extraordinary authority to be used 
only in extraordinary situations. In keep- 
ing with this intention, we suggest that 
the bill provide as to much of the au- 
thority vested in the military depart- 
ments, no delegation of authority may 
be made except to high officials within 
the Department.” 

The new bill, he pointed out, has been 
“refined, and in many ways improved,” 
following detailed discussions with both 
industry representatives and representa- 
tives of insurance groups. 
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Every insurance agency reaches a point when new blood is needed. 
A capable, new man can be an invaluable asset. The AXtna Casualty 
and Surety Sales Course will equip him with the selling knowledge 
he needs. A reliable associate can increase your business, pay you a 
satisfactory return, and enable you to plan for eventual retirement. 


Think about it. Could the Attna Casualty Sales Course play an 
important part in your future? 
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Round-up of Recent Developments 


In Workmen’s Comp. Legislation 


The following is a review of latest 
developments in the field of workmen’s 
compensation, industrial safety and re- 
lated matters, as reported from state 
capitals throughout the country. 

California: In his inaugural address 
Governor Brown recommended “prompt 
action to correct the striking inadequacy 
in the vocational rehabilitation provisions 
for injured workers, 

“In addition,” he said, “the amount 
ay duration of benefits may well need 

» be increased.’ 

, cainetellt Governor Ribicoff urged 


the Connecticut legislature to enact a 
“comprehensive industrial safety pro- 
gram without further delay. 

‘The far-reaching effects that the 


peaceful use of atomic energy will have 
added, “also re- 


on our economy,” he 
quire us to consider revisions in our 
workmen’s compensation law to cover 


occupational diseases resulting from ex- 
posure to radiation hazards which may 
be latent for years.” 

Massachusetts : Governor’ Furcolo 
asked the legislature to revise the state 
workmen’s compensation law to “pro- 
vide present day benefits more equal 
to those intended at the time such 
benefits were established.” 

He also recommended increased work- 
men’s compensation benefits for widows 
and children and said he would file 
necessary legislation for this purpose. 


Would Increase Minnesota Benefits 


Minnesota: A bill that vastly increases 
benefits under workmen’s compensation 
was the first insurance measure to be 
offered in the Minnesota legislature. 
Introduced by Rep. D. D. Wozniak, 
assistant majority leader, the bill pro- 
poses to: 

Replace the present benefit formula 
of 66 2/3% of weekly earnings with a 
maximum of $45 a week by provision 
for 80% of weekly earnings with a 
maximum of $140 a week. 

Increase minimum benefits from $17.50 
to $20 a week. 

sieges Pog “healing period” 
tation 104 weeks. 

tnd dismemberment benefits about 
10%. 

Remove $17,500 limitation in wrongful 
deaths and make benefits payable during 
widowhood or dependency of survivors. 

Remove the one week waiting period. 

Remove existing restrictions on occu- 
pational diseases and put such diseases 
in the same category as injuries on the 
job. 

Most of these changes have been en- 
dorsed by organized labor. Rep. Wozniak 
says his bill seeks to take care of the 
-_* that exist under the present 
aw. 


limi- 


Strong opposition to some or all of 
these changes is expected from em- 


ployers. 

Montana: Governor Aronson suggested 
that the Montana legislature “examine 
the second injury fund with an eye to 
eliminating any major barrier which 
may exist to the hiring of physically 
handicapped. 

“However,” he said, “any extension 
must be accompanied by financing that 
will not overprice workmen’s compensa- 
tion,’ 

New Hampshire: A proposal for the 
creation of a state industrial accident 
commission to administer workmen’s 
compensation claims in cases where there 
is disagreement was recently taken under 
consideration by the New Hampshire 
Judicial Council. 

Such disputes presently are handled 
by the state labor commissioner. The 
new plan provides that a three-member 
commission, comprising two attorneys 
and the commissioner, would be estab- 


lished. In cases where parties could 
not agree, it would order notice to be 
given the “adverse party” and assign 


the case to one of its members for hear- 
ing and decision, 


rhe proposal also would provide for 


review of a decision by the entire com- 
mission, whose decision would be final, 
subject to appeal to the State Supreme 
Court on questions of law, “including 
the sufficiency of the evidence to warrant 
the decision.” 

N. M. Supreme Court Decision 


New Mexico: An opinion handed 
down by the New Mexico Supreme Court 
held that an employe may claim benefits 
for permanent disability only once under 
workmen’s compensation laws. 

The ruling was given by the high 
court in an appeal by Carl Eugene 
Bryant, who was injured while working 
on a drilling rig near Aztec February 26, 
1954. He brought suit against the H. B. 
Lynn Drilling Corp. and Indemnity In- 
surance Co, of North America. 

The McKinley County District Court 
ruled in favor of the defendants after 
it was pointed out that Mr. Bryant had 
received judgment in Texas in 1952 for 
total, permanent disability after a similar 
accident, 


The high tribunal agreed with the 
trial court that once a claimant has 
been awarded such a judgment, there 


could be no increase in disability. 
Revisions Proposed in R. I. 


Rhode Island: A bill to place under 
provisions of the workmen’s compensa- 
tion act employers of two or more 
persons rather than four or more as 
at present was introduced in the Rhode 
Island legislature by Rep. John J. 
Skiffington Jr. 

It provides that while an employe’s 
incapacity for work is total, resulting 
from an injury, the employer would 
pay a weekly compensation equal to 
65% of the employe’s average wages, 
rather than the present 60%, but not 
more than $36 nor less than $21 a week. 

The present law provides for maximum 
and minimum payments of $32 and $17 
a week, 

The proposal also provides that the 
period covered by such compensation 
would be increased from 1,000 to 1,200 
weeks from the date of the injury and 
the maximum amount payable from 
$16,000 to $18,000. 

The bill would treble instead of double 
the amount for which an employer would 
be liable for any injured worker who is 
a minor. 

The measure also would increase from 
$300. to the maximum amount for 
services and medicines exclusive of hos- 
pital services in all cases and raise from 


$600 to $750 the liability for hospital 
expenses. ; 
Maximum charges for diathermy 


treatments would be increased from $75 
to $100 and hospital fees would be ex- 
tended to include prevailing charges 
for semi-private accommodations, rather 
than ward care. 

South Carolina: An average increase of 
8.6% in South Carolina workmen’s com- 
pensation rates, effective December 31, 
was announced by Deputy State Insur- 
ance Commissioner J. E. McDavid, who 
estimated it would cost business and 
industry about $670,000 a year. 

The State Insurance Commission 
granted the increase on the request of 
the National Council on Compensation 
Insurance in New York. 

A council spokesman pointed out that 
there have been 11 revisions in the 
state’s compensation rates since 1948. 
Eight were reductions. He added that 
“the level of rates now proposed is 
approximately 22% below the average 
level of rates which became effective 
December 31, 1947. 

“Also, exclusive of the effect of benefit 
increases, the average level of the pro- 
posed rates is some 30% below the 
average of December 31, 7 

“This substantial reduction in the 
average level of South Carolina rates 
came about during a period when most 
other costs, due to inflationary trends, 
have been increasing substantially.” 


A NEW ORLEANS TRADITION 





59 Executives Attend Annual Luncheon 
of Local Advisory Board of National 

Surety; Met Continuously Since 1914 

Edward M. Allen, retired executive 
vice president of National Surety Corp., 
now living in Pass Christian, Miss., was 
proud to attend a luncheon meeting sev- 
eral weeks ago in New Orleans along 
with over 50 substantial business men, 
which has been held just before Christ- 
mas each year continuously since 1914. 
The gathering, always at Antoines Res- 
taurant, is that of the New Orleans local 
advisory board of National Surety, 
originally set up by Col. Charles Janvier, 
head of Janvier & Co. which firm in 
1914 was managing general agent for 
the National. 

Over the years this luncheon has be- 
come a traditional event in New Orleans. 
Following the death of Col. Janvier this 
tradition was continued by Auguste and 
Louis Coiron, his successors, and it is 
now being continued by his nephews, 
Thomas and Beauregard Avegno, who 
operate Avegno & Co. in New Orleans. 
Their agency firm was the successor to 
Janvier & Co. 

According to Mr. Allen two New _ 
leans executives who have not missed ; 
single luncheon since 1914 are J. Biane 
Monroe, local attorney, and Crawford 
H. Ellis, now president of Pan-American 
Life, who is the advisory board’s chair- 
~~ 

Allen further points out: “Actu- 
ae 50 business men attended this annual 
luncheon and they all seemed proud of 
their association. The National Surety 
set up other local advisory boards in 
strategic cities such as Boston, Chicago 
and St. Louis, but the New Orleans get- 
together has stuck to the very last.” 


SCRANTON AGENCIES MERGE 
Joseph P. Schirra of the Schirra-LaCoe 





Insurance Agency, Scranton, Pa., an- 
nounces purchase and merger of the 
Walter P. Duffy agency and the ap- 


pointment of Mr. Duffy as residential 
and automobile sales supervisor. 


Security Bureau 


(Continued from Page 28) 


quantity of stolen hearing aids, it was 
learned that the suspect had recently 
received a delivery of 150 bags of coffee. 
Because the agents suspected that the 
coffee might also have been stolen, our 
bureau was contacted. When the marks 
on the coffee bags were supplied, it 
was possible to develop the identity of 
the importer and later the name of the 
steamship company which had _trans- 
ported the coffee. No report of any loss 
had been made either to the bureau or 
the law enforcement agencies because 
the pier officials were not aware of the 
loss but were awaiting a final tally at 
the completion of coffee deliveries, After 
the receiver was arrested, a loss of 187 
bags of coffee, valued at $9,000, was 
established. 

“In another instance, the prompt re- 
port of information by an insurance com- 
pany member to the effect that certain 
canned hams were being sold below 
their wholesale price, enabled the bureau 
to investigate and ascertain from a re- 
luctant informer where the hams were 
being sold and, together with the River- 
front Squad of the New York City 
Police Department ‘raid a Brooklyn 
supermarket and recover 18 cases out of 
a total of 25 w hich had been stolen from 
a Brooklyn pier.’ 

(To Be Concluded) 


Two AMA Seminars Set 


Two seminars on Modern Corporate 
Insurance Management will be held by 
the insurance division of American Man- 
agement Association at the Hotel Astor, 
New York. Co-chairmen of the sessions 
February 25-27 and March 30-April 1 
are Joseph P. Smith, manager of the 
insurance department of Union Carbide 
Corp., New York and Paul G. Stickler, 
manager insurance and real estate de- 
partment of Reynolds Metals Co., Rich- 
mond, Va, 








D. L. O’Donoghue Promoted 
To Exec. V.P. of Clough, Inc. 





O’DONOGHUE 


DEREK L. 


Derek L. O’Donoghue has been pro- 
moted to executive vice president of 
Herbert Clough, Inc., a wholly-owned 
subsidiary of General Reinsurance Corp., 
which acts as a reinsurance intermediary. 

Mr. O’ Donoghue joined the Clough 
organization in 1955 as an assistant sec- 
retary and was appointed secretary in 
1957, at which time he was also elected 
a director. He received his early insur- 
ance training with Marsh & McLennan. 


Ohio Bar Assn. Supports 


State Regulation of Insurance 

The Ohio State Bar Association, back- 
ing up the position of its insurance law 
committee, is on record in opposition to 
all proposals to replace state regulation 
of insurance by Federal regulation. 

Philip J. Hermann of the Cleveland 
law firm of Payne & Hermann, who is 
chairman of the association’s insurance 
committee, obtained recent passage of a 
resolution upholding state regulation and 
it was then adopted by the Council of 
Delegates of the Ohio Association. The 
resolution, which states that “it is in 
the best interest of the public that insur- 
ance continue to be regulated and super- 
vised by the several states,” has been 
brought to attention of Ohio Congress- 
men and Senators as well as members 
of appropriate Senate and House com- 
mittees in Washington. 





South Carolina Studies 


Uninsured Driver Issue 


A special South Carolina State Senate 
committee to study the problem of un- 
insured motorists declared that the in- 
surance industry had failed to come up 
with a “feasible plan” and the committee 
therefore proposed to recommend and 
intreduce legislation to correct the 
problem. 

Observers expressed belief that the 
committee again would support an un- 
satisfied judgment fund bill, versions of 
which passed the Senate and the House 
in 1958, only to die in a conference com- 
mittee. 

Headed by Senator J. Ralph Gasque, 
the committee said it had “requested the 
cooperation and assistance of the insur- 
ance industry but to date no feasible 
plan has been advanced which will meet 
adequately the obvious needs of the 
problem. 

“Therefore the committee proposes to 
recommend and introduce legislation 
which will provide protection to innocent 
victims of uninsured motorists. This 
legislation must of necessity go further 
than strengthening of the present finan- 
cial responsibility laws.” 
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John R. Long Named 
‘ Tenn. Commissioner 


BY NEW GOVERNOR ELLINGTON 


He Succeeds Leon Gilbert; National 
Bureau Reply; Uninsured 
MBabertet Bills 


Ten- 
and 


Long has pom named 
Banking 


John R. 
nessee Commissioner of 
Insurance by Governor Buford Ellington. 
Mr. Long, an attorney and for six two- 
year terms Mayor of Springfield, Tenn., 
succeeds Commissioner Leon Gilbert. 

In connection with the 
nounced January 16 by Insurance Com- 
missioner Leon Gilbert of Tennessee with 
respect to the automobile liability insur- 
ance rate filing of the National Bureau 
which 


decision an- 


of Casualty Underwriters, was 
the subject of a public hearing in Nash- 
the week of January 5, the 
was made by Wil- 
the 


ville during 
statement 
Jr., general manager of 


following 
liam Leslie, 
Bureau: 

“We that Insur- 
ance Commissioner Leon Gilbert has 
ordered adjustments in the automobile 
liability insurance rates proposed by the 
National Bureau of Casualty Under- 
writers on behalf of its member and 
subscriber companies. In our judgment, 
the rates resulting from this order will 
not be adequate but in view of the con- 
fused situation that has surrounded this 
rate filing in Tennessee we have decided 
to go along with the Commissioner’s 
order. We will reappraise the rate situa- 
tion at a later date taking into account 
more recent experience than was 
available at time of the filing last 
November.” 

On December 4, the former Insurance 
Commissioner, Arch Northington, an- 
nounced his approval of revised automo- 
bile liability insurance rates filed by the 
National Bureau, On December 12, he 
suspended the revised rates pending a 
public hearing to be held on December 
22, but the hearing was adjourned when 
he announced his resignation. A new 
date was set and the hearing was held 
during the week of January 5. 

Part of the confusion may be caused 
by the fact that Commissioner Gilbert 
was appointed to serve out Mr. North- 
ington’s term of office. 


have been informed 


loss 


the 


Governor-elect 
Buford Ellington was due to take office 
January 19, but prior to this has been 
reluctant to discuss his appointment of 
an Insurance Commissioner in the new 
state administration, 

State Senator Brooks McLemore intro- 
duced, also this week, three bills to 
establish an “uninsured motorists’ fund.” 
The bills would require a $20 fee from 
uninsured motorists for the protection 
of those who are insured. 

Sen. McLemore said the bills were 
recommended by the legislative council 
and were planned to become effective 
July 1, this year. After that date the 
commissioner of finance and_ taxation 
could establish regulations requiring 
every auto owner to show proof of 
financial responsibility when he _ buys 
his annual auto registration tags. If he 


could not, he would have to pay the $20 
extra registration fee. 
Money Would Be Distributed 
A special fund would be established 


under control of the Insurance and 
Banking Commissioner, with the revenue 
from the $20 fees. The fund would be 
distributed on a pro rata basis to in- 
surance companies writing auto liability 
insurance in Tennessee. 

Sen. McLemore explained that if an 
insured person were involved in an 
accident with an uninsured driver, and 
the uninsured driver were liable for 
damages, the insured driver’s insurance 
company would then be required to pay 
the damages up to the limit of the in- 
sured driver’s own insurance. The in- 
surance company then would seek to 
collect court damages from the unin- 
sured driver, In case two uninsured 
autoists were involved in a collision, the 
fund would not be affected. 











1959 Advertising Plans 
Of State Farm Announced 


State Farm Mutual’s award- -winning 
1958 advertising campaign is “just hitting 
its stride and will be continued in 1959 
with improvements which promise to 
make it even more effective,” according 
to advertising superintendent Charles B. 
Foote. 

The Saturday Evening Post will join 
Life, Look, and Reader’s Digest in 
carrying State Farm’s 1959 magazine ads. 
More pages will be devoted to the cam- 


paign which features photographs of 
dramatic facial expressions over copy 
emphasizing the low relative cost of 
State Farm Mutual auto insurance. 


A tie-in with the television commer- 
cial on the CBS baseball game of the 


week, which State Farm will sponsor 
again this year, will give the campaign 
an additional boost by featuring the 


same actor whose face will appear in the 


magazine ads. 
Four of the company’s 1958 ads, 
created by Needham, Louis & Brorby, 


Inc., of Chicago, won gold medals re- 
cently in the annual advertising competi- 
tion of the Art Directors Club of 
Chicago. 


Introduce N. Y. Bills to 
Amend Motor Vehicle Law 


Bills amending the Vehicle and Traffic 
Law which were introduced in the New 
York State Legislature include a_pro- 
posal to allow the Motor Vehicle Com- 
missioner to suspend or revoke a license, 
registration or non-resident privilege, 
for habitual violation without hearing, to 
be effective 10 days after the order unless 
the person requests a hearing during 
such period with revocation or suspen- 
tion to be then made after person has 
had the opportunity to be heard.” 

This and other bills were introduced 
by Sen. William S. Hults (R.) and As- 
semblyman A. Bruce Manley (R.). They 
proposed in another bill that “Registra- 
tion shall be automatically suspended 
where the owner fails to file a new bond 
or insurance policy after notice by motor 
vehicle commissioner that surety or in- 
surance company has ceased to be liable 
thereon and to prohibit registration or 
re-registration in the name of such per- 
son, Or in any Other name when com- 
missioner has reasonable grounds to be- 
lieve that it will defeat purpose of the 
provision, for 30 days from revocation.” 


Is Against Compulsory 

In his inaugural address, Oregon’s new 
Governor, Mark O. Hatfield, declared 
he was against compulsory automobile 
insurance, as advocated by his predeces- 
Governor Robert Holmes, but that 
instead he favored “financial responsi- 
bility” of the increasing number of 
drivers, and would leave it to the Motor 
Vehicle Department to make a check, 
and see that the laws governing driving 
of machines in the state are carried out. 


sor 





New Commissioners Named 


New insurance chiefs have been named 
for Oregon and Nebraska. Oregon Gov- 
ernor Hatfield named Deputy Insurance 
Commissioner V. Dean Musser to suc- 
ceed Commissioner Hugh H. Earle. Mr. 
Musser had been Deputy Commissioner 
for four years. 

William E. Grubbs, who ran for at- 
torney general in November, has been 
named Nebraska Director of Insurance 
in place of John H. Binning. 





ASIM HEARS HAROLD SCHAFFNER 

“The Rising Cost of Public Liability 
Claims” was discussed yesterday, Jan- 
uary 22, by Harold Schaffner, assistant 
manager, Hartford Accident& Indemnity. 
Mr. Schaffner was the luncheon speaker 
for a meeting of the New York Chapter 
of the American Society of Insurance 
Management. 


CLAIM CONFERENCE HELD 


At American Casualty’s Home Office; 
Vice Pres. Theodore J. O’Malley 
On Advantages of Talks 
Claims managers from 53 American 
Casualty offices throughout the United 
States attended the company’s annual 
conference at the home office in Reading, 

this month. 

Some 40 different phases of claim 
service were covered by speakers from 
the company’s executive, claim, legal, 
underwriting and engineering staffs, 

Designed to effect continual improve- 
ment in the company’s claim service to 
policyholders and agents, major emphasis 
during the conference was placed on 
such subjects as multiple line claim hand- 
ling, Acco’s “first call settlement” pro- 
gram, recruiting and training of claims 
personnel, trial preparation, centralized 
subrogation procedures and the develop- 
ment of uniform procedures in all com- 
pany offices. 

The conference included a number of 
informal round table workshops, during 
which specific claim settlements were 
reviewed and analyzed. 

Theodore J. O'Malley, vice president 
in charge of the company’s claim oper- 
ations nationwide, said the conference 
was a huge success. He commented that 
such meetings are invaluable in creating 
thoroughly knowledgeable, highly com- 
petent claims personnel; in overcoming 
the problems which arise from the 
multiple-line “package” policies; in keep- 
ing claim service at peak efficiency de- 
spite the company’s extraordinary in- 
crease in premium writings and in effect- 
ing closer cooperation and understanding 
between field and home office staffs, 





N. Y. Brokers Back Bill 
On Auto Liability Cover 


New York Assemblyman Alfred D. 
Lerner (R.-Queens) has introduced a 
bill requiring auto liability policies to 
provide coverage until midnight of the 
policy’s last day. Now policies end at 
the first minute of that day, 12:01 a.m. 

Mr. Lerner, a member of the Assembly 
insurance committee, pointed out that 
most people erroneously think they have 
until midnight to renew their coverage. 
Many wait until the last minute to 
renew, and as a result their policy cov- 
erage lapses. 

The bill was introduced following an 
appeal by the Kings County Insurance 
3rokers Association to Mr. Lerner. 
Edward Cirlin, president of the associa- 
tion, said that people who drive without 
this coverage, even though it be for 
just a few hours, are guilty of violating 
the compulsory insurance law. 





Meyner Omits Compulsory 

New Jersey Governor Robert E. 
Meyner did not mention the subject of 
compulsory automobile insurance in the 
course of his recent annual message to 
the legislature. Questioned on the mat- 
ter, following his speech, Gov. Meyner 
commented: “We are gradually forcing 
everyone into it sera ain a: anyway. ‘ 
He cited the fact that nearly 92% of the 
motorists in New Jersey have insurance 
and that victims of uninsured motorists 
can resort to the State’s unsatisfied 
judgment fund. 





Their 25th Anniversaries 


Three staff members of Hartford Ac- 
cident & Indemnity are celebrating their 


25th anniversary with the company. 
Kurtz A. Fichthorn manager of com- 
pany’s Hartford claim office observed 


the milestone on January 15. 
January 22 was the big date for D. W. 


Mather superintendent of fidelity and 
surety in Cincinnati and Edward M. 
3oyle supervisor of the claim depart- 


ment in Boston. The company presented 
the three employes with gold watches to 
mark the occasion, 





YOUNG MAN, 28, heavy casualty ex- 
perience. Ten years, including assistant 
manager insurance company, (excess and 
surplus, large lines) looking for growth 
opportunity, company or agency. Knowledge 
of Spanish. National or International re- 
location considered. Write Box 2676, The 
Eastern Underwriter, 93 Nassau Street, New 
York 38, N. Y. 











Paul A. Hammel Succeeds 
Northington as NAIC Pres. 


As a result of the resignation of Arch 
Northington as Insurance Commissioner 
of Tennessee and NAIC President, the 
executive committee of the NAIC con- 


ducted a mail vote which resulted in the | 


election of the following officers: Pres- 
ident, Paul A. Hammel of Nevada; vice 
president, Sam_N. Beery of Colorado; 
vice chairman of the executive committee, 
T. Nelson Parker of Virginia. It is 
reported that because the NAIC consti- 
tution prohibits mail ballot election of 









chairman of the executive committee, the ~ 


vice chairman will serve as acting chair- 
man of the NAIC executive committee 
until the June annual meeting. 

Mr. Hammel was reported to have 
suffered a heart attack December 25, 
but the illness, first described as serious, 
has responded, and Mr, Hammel is now 
considered well recovered. 


AETNA C. & S. GRADUATES 


Told by John F. Brennan to Build 
ultiple Line Operation for 
Maximum Return 

Graduates of a recent class of the 
Aetna Casualty & Surety sales course 
were told not to limit themselves, but 
to build their agencies on a solid founda- 
tion and then spread to other lines. The 
speaker, John F. Brennan an agent of 
the company in West Hartford, told his 
audience that an insurance man _ can 
handle only a certain amount of business 
and pointed out the importance of being 
able to offer lines that bring maximum 
return without being overly costly to 
handle. 

Agencies with multiple lines find this 
easier to do than those with a single 
line, he said. While recognizing that a 
new insurance man’s first job is to get 
customers, he warned against writing 
just any kind of business because the 
wrong kind would “bring headaches and 
heartaches later. 

Mr. Brennan said well-trained men 
entering the insurance field today, have 
every chance for successs because “busi- 
ness simply cannot operate without in- 
surance.” 

The class was headed by Roy B. 
Longhta of Hartford. Outstanding grad- 
uates included Frederick Roth and 
Thomas McAuliffe (Hartford), Thomas 
Martin (Buffalo, N. Y.) and Warren 
Rotgaber of Pittsburgh. 





Giberson’s 25th Reunion 


In June at U. of Penna. 


Dudley F. Giberson, prominent agency 
head at Alton, IIl., is likewise an active 


alumnus of University of Pennsylvania [ 


and next June he plans to attend the 
25th reunion of his class in Philadelphia. 
His oldest son, Mel, following in his 
father’s footsteps, will enter University 
of Pennsylvania next fall in its engi- 
neering school. 

When he comes east in June Mr. 
Giberson will probably bring along his 
youngest son, Ned, and after their stay 


in Philadelphia his son will go on to} 
New Hampshire for the summer. He | 


is registered for Camp Tecumseh on the 
north shore of Lake Winnipesauki which 
is directed by Mr. Giberson’s college 


roommate, George Munger, for many 
years football coach at U. of P. : 
The Giberson daughters, while still 


too young to be thinking about college, 





4 

























will undoubtedly give serious considera- | 


tion to Wellesley College when the time 
comes. Mrs. Giberson is a Wellesley 
alumina. 
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Jack fell down and broke his crown 
And Jill came tumbling after 


Sounds somewhat improbable but then that’s 
the nature of accidents — improbable, unex- 
pected, difficult to reconstruct. And aren’t there 
a lot of them! More than 20 serious accidents a 
minute, on the record. 


Are the Jacks and Jills and Moms and Dads in 
your community protected against the shower 
of hospital and medical bills that follow acci- 
dents? They should be. A Travelers field man 
will be happy to help you set up an Accident 
solicitation program. 


e 






* LX 
UGH tHE TREY 





The Travelers was the first company to write ac- 
cident insurance in America. Today, the Com- 
pany offers a wide array of up-to-date Accident, 
Sickness and Hospitalization contracts. 


And they back up every policy with 4,000 ex- 
perienced claims people in more than 250 loca- 
tions throughout the U.S. and Canada. 


We'll be happy to tell you more about The 
Travelers contracts and the opportunities open 
to-you. Call the nearest branch office or general 
agency for details. 


) THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 


Life * Accident * Group * Fire * Marine * Automobile * Casualty * Bonds 
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Bankers Should Be 
‘ Prepared for Holdups 


A BB. A. ARTICLE ADVISES 
Writer Herman J. Beppler Sees Bankers 
Superior to Bandits; Prevalence 


of On2-Man Raids 


than bandits, the 
Association assure: 
current issue of its 
But, it adds, if 
the wave of 


Bankers are smarter 
American Bankers 
its members in the 
“Protective Bulletin.” 
bankers hope to combat 
lone-robber holdups that has been 
plaguing them in recent months they 
need to take active measures to foil the 
crooks. A “Protective Bulletin” article 
by Herman J. Beppler states: “It be- 
hooves all bankers to remember that in 
matters of intelligence, ingenuity, and 
bravery, robbers are not a superior lot. 
Given a fair break, bankers could beat 
the best of them, provided they match 
the bandits i in matters of effort, planning, 


and training.’ : 
Suggestions for dealing with lone 
robbers, with strong recommendation 


that banks operate on the principle that 


“it. can happen here” and make plans 
accordingly, are offered in the article. 
The bulletin is published by A. B. A.’s 
insurance and protective department, 
with circulation limited to A. B. A. mem- 
ber banks. 

‘Once a rarity, single-handed attacks 
have snowballed in numbers and now 
account for 70% of the bank holdups 
reported annually,” the article notes. 


“As depositories of cash and securities, 
banking institutions always will be tar- 
gets for attack. 

“Decades ago 
shooting affairs. Today 
are lone bandit jobs based on the 
psychology of fear. Fear is aroused 
through verbal or written threats backed 
unloaded; 


robberies were 
most robberies 


bank 


up by a real gun, loaded or 
by a toy gun; or by a finger-in-pocket 
semblance of a firearm.” 


“If You Want Peac2?.. .” 


The article points out that often such 
holdup attempts take the bank teller by 
surprise and that the teller’s reaction 
to fear is unpredictable. It suggests, 
however, that every teller should be 
aware at all times of the possibility of 


a holdup attempt. Efforts to indoctrinate 
personnel in what to do in the event of 
a holdup should be a principal concern 
of management, as important as handling 


lending, investments, public relations, or 
any other banking function, it declares, 
adding : 

“Reports of one-man attacks that 
were frustrated indicate clearly that 
among trained tellers the element of 
surprise can he overcome because the 
appearance of the bandit is not wholly 


” 


unexpected. 

The article cites several instances when 
holdup attempts failed because of the 
quick thinking of the tellers involved. 
“- On one occasion a girl teller, faced 
with a robber who threatened to use 
a gun, said abruptly, “Let me see the 
gun. No gun, no money.” The would-be 
bandit, flustered, walked away. 

Another teller upon hearing a 
and a demand for money replied: “I’m 
the note teller. Go to a paying teller.” 
He then set off a silent alarm, and the 
bank lost no money. 


threat 


Matthew A. Donner Jr. To 
Head Syracuse C. & S. Club 


The Casualty and Surety Club of 
Syracuse, N. comprising 42 stock 
insurance companies and consisting of 
approximately 165 active members held 


its annual dinner for installation of club 
officers at the University Club, Svracuse 

Past president Floyd L. Holdridge of 
the Loyalty Group turned over the club’s 
so to incoming president Matthew 

. Donner, Jr, of the Centennial Insur- 
ance Co. Walter D. Bateman, Conti- 
nental Casualty becomes first vice presi- 
dent; G. K. Heidler, Marvland Casualty, 
second vice president: William R. Loehr. 
Fireman’s Fund Indemnity, treasurer; 
and Harold T. Williams, U. S. Fidelity 
& Guaranty Co., secretary, ‘ 


Travelers Health-FTC Case 


May Cause Speculation 


The 2-1 decision of the U. S. Court 
of Appeals for the Eighth District that 
the Federal Trade Commission has never 


had legal authority to regulate the 
practices of Travelers Health Associa- 
tion with respect to that company’s 


soliciting of insurance through advertis- 
ing and other sales literature, has caused 
some speculation in legal and insurance 


industry circles as to the possible end 
results of this ruling on two other cases 
already decided in favor of FTC by the 
same court. 

However, those cases, those affecting 
the American Life & Accident of St. 
Louis and the Automobile Owners Safety 
of Kansas City, Mo., did not raise the 
legal point that the FTC was without 
legal right to regulate a advertising 
and sales activities, both cases coming 
before the appellate court solely on the 
question of compliance to the rules and 


Judge Johnsen, 


regulations set up by the FTC. 

The Travelers Health Association, 
through its counsel (C. C. Fraizer of 
Lincoln, Neb. is special staff counsel for 
the Health Insurance Association of 
America) on the other hand refusing to 
concede FTC had any jurisdiction over 
its operations, The company contended 
that the State of Nebraska through its 
Director of Insurance was the proper 
governmental authority to control the 
company’s oper ations. 

This position was supported by Judg 
Sanborn, who wrote the opinion au 
Judge Vogel dissented. 








Here it is—an order blank for administrators, executors 


and other 


up to $25.000! It takes the piace of a signed application. 
It’s a quick and easy way to write this desirable business. 
The only paper work required is just the order blank . . . 
an attractive feature to attorneys and clients. 

As a steady and profitable premium and commission pro- 
business can scarcely be topped—because these 


ducer, this 


short-term Fiduciary Bonds—but this one is for 


now! 


a fiduciary bond 


order blank 


for up to 





American Surety 


including Fire, Life. Accident and Sickness! 
Send for a copy of “MAILRoaD to 


Prorits.” 
agents. 


pon today. 


bends are required by law and are always in demand. 


m = eeeeeeee3sc§eeeeeseee r) 
Premiums are often collected for 5, 10 or even 20 years ° ie 
: é . ‘ vane AMERICAN SURETY COMPANY 
—and can lead to substantial new business in other lines. e : /@ 
e Agency & Production Department ‘ 
e 100 Broadway. New York 5. N. Y. ° 
° Please send me a copy of “Martroap to Prorits” featuring Fidu- ° 
*  ciary Bonds. ‘ 
e e 
e Vame e 
company FIRE * FIDELITY AND SURETY BONDS * 4 
CASUALTY © INLAND MARINE 2 Agency ‘ 
Affiliate: The American Life Insurance Company of New York © Street : 
e e 
100 Broadway, New York 5, N. Y. a ae preen ‘ 
i e 


A current 
Fiduciary Bonds and tells how to 
follow-up for additional lines from 
the same sources. Simply mail cou- 


our monthly sales-aid for 
issue features 
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Health Ins. Council “Grass Roots” 
Program Established in Most States 


“Operation Grass Roots” — the state 
committee program of the Health Insur- 
ance Council—is now under way in every 
state and the District of Columbia, 


To date, according to the Health In- 
surance Council, state chairmen have 
been appo-nted in every state except 


three—Idaho, Mississippi, and Utah— 
although c¢: ommittees in these states are 
heing formed, with council staff repre- 
sentatives providing the necessary as- 
sistance. 

The state committees are composed of 
company represe sntatives from various 
phases of th> health insurance business, 
including clams, underwriting, sales, and 
Group and individual insurance, ete. 
Their odjectives are to mect and work 
with stat2 and local medical and hospital 
eroups to bring about mutual under- 

standing and cooperation between insur- 
ance companies and doctors and hospita's 
at the community level. 

Council Chairman Morton D. Miller, 
second vice president and associate actu- 
ary, the Equitable Society, termed coop- 
eration between the insurance business 
and the health care field as of “paramount 
importance in assuring adequate financ- 
ing of health care expenses at a cost the 
public can afford.” 

In most states, reports the council, 
“working relationship” has been estab- 
lished with state medical societies, with 
progress being made in contacting 
county societies. Most state societies, 
for example, are cooperating in distrib- 
uting to their members copies of the 
new HIC booklet on the Simplified 
Claim Forms program. Increasingly too, 
contact and a continuing relationship are 
being established with hospital associa- 
tions, 

The council further reports that in a 
number of states joint meetings have 
been held between state committees and 
insurance committees of medical societies 
and hospital associations. Those medical 
and hospital groups without insurance 
committees are being urged by HIC to 
set up such mechanisms for exploration 
of mutual problems. 

In addition, health insurance programs 
are being held with increasing frequency 
at county and state medical society 
meetings. Health Insurance Council 
representatives are appearing on the pro- 
grams of annual medical and hospital 
meetings, either as guest speakers, or as 
participants in panel discussions on 
medical economics. State committees 
have prepared articles on health insur- 
ance for publication in state medical and 
hospital journals, and in various other 
Ways are providing “two-way” communi- 
cations between the health insurance 
business and the providers of medical 
services. 

Arizona-Georgia 

Following is the list of state committee chair- 
men; 

Alabama—John G. Galloway, Provident Life & 
Accident, Birmingham, Ala. Arizona—C. R. 
Igoe, Group manager, Aetna Life, Phoenix. 
Arkansas and Missouri—Winburne M. Paris, vice 
President, Great American Life, St. Louis, Mo. 

California—Arnold B. Brown, third vice pres- 
ident—assistant resident manager, Metropolitan 


Life, San Francisco. A. B. Halverson, second 
vice president, Occidental Life of California, Los 
Angeles, Alfred L. Gunter, supervisor, Group 


administration, Metropolitan Life, San Franciscol 
Darwin S. Liggett, assistant vice president, Paci- 
fic Mutual Life, Los Angeles. 

Colorado—Wilmer Wilson, president, United 
American Life, Denver. Connecticut—Dr. Ken- 
neth F, Brandon, associate medical director, Aetna 
Life, Hartford. 


Delaware—Lincolm S. Dillingham, State 
tual Life, Penn Center-Plaza, Philadelphia, Pa. 
Florida—W. J. Hamrick, senior vice preside >t, 
Gulf Life, Jacksonville, Fla. Georgia—W. Shef- 
field Owens, CLU, vice president, 
Co. of Georgia, Atlanta. 


Idaho-North Dakota 


Norman Steingraber, Health Insurance 
Association of America, Chicago, Ill. Illinois— 
Dr, Clement G. Martin, medical director, Con- 
tinental Casualty, Chicago. Indiana—-Dr. W. H. 
Scoins, chief medical director, Lincoln National 
Life, Fort Wayne, Ind. Iowa—Kenneth Barrows, 
claims secretary, Bankers Life, Des Moines. 
John H. Abrahams, president, Secu ity 
Benefit Life, Topeka. Kentucky—William P. 
Tate, president, Independence  Life-Accident, 
Louisville, Ky. 

Louisiana—J. B. Donnally, vice president, 
American Life, New Orleans. 

Maine—Charles Seavy, second vice president, 


Idaho 


Kansas 


Pan- 


Union Mutual Life, Portland. Maryland 
William DeV. Washburn, president, American 
Health Insurance Corp., Baltimore. Massachu- 


-Arthur G. Weaver, second vice president, 
John Hancock Mutual Life, Boston. Michigan- 
E. H. Magnuson, assistant vice president, Fed- 
eral Life & Casualty, Battle Creek. 
Minnesota—Carol A. Ernst, director of S. & 
A. dept., North American Life & Casualty, 
Minneapolis. Mississippi—Richard J. Eales, Life 
Insurance Association of America, 488 Madison 


setts- 


Ave., N. Y. 22. Missouri—See Arkansas. Mon- 
tana—Robert B. Richardson, president, Western 
Life, Helena, Montana. 


Nebraska—E, J. 
Accident & Life, Lincoln. 
son, second vice president, 
Calif., Los Angeles, Calif. 

New Hampshire and Vermont—Edmund A. 
Smith, vice president, Keene, N. H. 
New Jersey—Ardell T. Everett, second vice pres- 
ident, The Prudential, Newark. Dr. B. T. D. 
Schwarz, vice president-medical director, Bankers 
National Life, Montclair, Robert C. McQueen, 
director of Group insurance, Mutual Benefit Life, 
Newark. 

New York—Dr. E. E. Getman, medical direc- 
tor, New York Life, 51 Madison Ave., N. Y. 10. 
North Carolina—Richard J. Jones, Group actuary, 
Pilot Life, Greensboro. North Dakota—W. E. 
Wright, executive vice president, Pioneer Mutual 
Life, 


Faulkner, president, Woodmen 
Nevada—A. B. Halver- 
Occidental Life of 


Peerless, 





Fargo. 
Ohio-Rhode Island 


Ohio—Howard Hutchinson, vice president-oper- 
Nationwide Life, Columbus, O. Okla- 
Smith, claims attorney, Aetna 
Casualty & Surety, Tulsa. Oregon—E. J. 
Coffey, Mutual Benefit Health & Accident, Port- 


ations, 
homa—Emory L. 


land, Ore. 

Pennsylvania (west)—A. M. Van _ Leuvan, 
district Group manager, Connecticut General 
Life, Pittsburgh. Pennsylvania (east)—Fred W. 
Banfield, Group manager, State Mutual Life, 
Philadelphia. 

Rhode Island—F. T. Crawley, Health Insur- 
ance Association of America, 750 Third Ave., 


New York 17. 


South Carolina-Washington, D. C. 
South Carolina—George H. Hipp, vice pres- 


(Continued on Page 36) 








Conflict of Interest Bill 


Concerning Insurance Men 
Insurance men serving in the Minne- 
sota legislature are not taking kindly 
to a proposed “conflict of interest” law 
which has the backing of Governor 
Orville Freeman. Such a law, if passed 
would hamstring insurance men and 
lawyer-legislators who represent insur- 
ance companies. A lawyer, for example, 
who represents an insurance firm would 
have to disassociate himself from that 
practice if he served in the house or 
senate. There are many lawyers and a 


Mu- 


Life Insurance 


A. & H. Exam. Board 
Of New York Dept. 


RE-ELECTS FRANCIS T. CURRAN 


Advisory Group to Investigate Absentee 
Candidates; Expresses Thanks 
to John F. Lydon 


New York State Superintendent of 
Insurance Julius S. Wikler announced 
this week that at a meeting of the 
advisory board for accident and health 
insurance examinations which was held 
in New York City on December 9, 1958, 
Francis T. Curran, superintendent, acci- 


dent and health department of. the 
America Fore Loyalty Group, was re- 
elected chairman and Morton Sellner, 
a New York City agent, vice chairman. 

One of the important agenda items 
considered was the matter of the non- 
appearance at the place of examination 


by applicants certified by companies to 
sit for the examination. Of those cer- 
tified as eligible to take the examination 
34.5% fail to appear when notified. The 
Insurance Department intends to make 
an intensive survey of the entire matter 
to determine if non-appearance by 
applicants cannot be reduced to the 
minimum percentage normally expected 
because ot funerats, illness, jury duty 
and like circumstances that cause an 
applicant to miss the examination. 


During 1958, the applicants for the 
accident and° health insurance license 
accounted for 35% of all those taking 


examinations held by the Insurance De- 
partment in various cities throughout 
the state. 


Seeking Industry Advice 


‘ 


Because the Board functions to ‘ advise 
and consult with the Superintendent with 
respect to the preparation and conduct 
of accident and health insurance exami- 
nations” much work confronts the mem- 
bers of the Board in updating examina- 
tion content so that applicants will be 
tested on the new policy conditions re- 
sulting from 1958 legislative changes. 

As it is also a function of the Board 
to “receive suggestions for consideration 
and discussion,” it is hoped that many in 
the industry, will furnish worthwhile 
suggestions for the examinations so the 
Board fully understands the thinking of 
those in the various areas of the busi- 
ness. 

John F. Lydon, who retired December 
31 from the Commercial Union-Ocean 
Group, was voted the thanks of the 

3oard for his past services. He had been 
a member since its inception and served 
as chairman during 1957, 


Increases Some Dividends 

General American Life has increased to 
10% the 1959 dividend scale on certain 
issues of the company’s individual Acci- 
dent and Sickness insurance policy, the 
Business and Professional Men’s Income 
Protector. 

The present scale on all B. & P. con- 
tracts provides for a 5% dividend, be- 
ginning at the end of the second policy 
year. This 5% scale is retained for 
B. & P. contracts with 14 or 28-day 
waiting periods—and also for other types 
of A. & S. policies. 

The increase applies to B. & P. policies 
with 60- and 90-day waiting periods. 
Beginning at the end of the fourth 
policy year, the annual dividend paid 
on these policies is increased to 10%. 





large number of insurance men in the 
Minnesota legislature. 

One legislator commented: “This con- 
flicts thing would penalize innocent 
legislators who _ practice law, or sell 


insurance. Just because there is a possi- 
bility of conflicting interests does not 
mean that the lawyer-legislator or the 
insurance man-legislator is a crook.” 

The prospects for enacting such legis- 
lation is believed slim. 








Mutual Of New York 
A. & S. Directors Named 


JAMES M. WICKMAN ANNOUNCES 


Raymond C. Williams New Claims-Serv- 
ice Head is A. & H. Club Past Pres. 
Albert A. Bingham, Actuary 

Raymond C. Williams and Albert A. 
Bingham have been advanced to be di- 
rectors of accident and sickness insur- 
ance for Mutual Of New York, it was 
Wick- 


announced this week by James M. 


RAYMOND C. WILLIAMS 


man, CLU, second 
accident and sickness. 


vice president for 


Mr. Williams was formerly assistant 
manager of the accident and sickness 
department, and Mr. Bingham was as- 
sistant actuary. 

Mr. Williams will direct the A. & S 
claims division and the service of es- 


Bingham will be 
and other 


tablished business. Mr. 
responsible for underwriting 


ALBERT A. BINGHAM 


phases of the department's operation 
pertaining to new business. 

Mr. Williams was formerly an under- 
writer in the supervision of risks depart- 
ment and later advanced to claim re- 
viewer in the policy payment division. 
He was instrumental in setting up 
MONY’s accident and sickness denart- 
ment in 1951, when he was. named as- 
sistant manager. He holds LL.B. and 
LL.M. degrees from St. Johns Univer- 
sity. He is a member of the New York 
Bar, and last year he was president of 
the Accident and Health Club of N. Y. 

Mr. Bingham joined MONY in 1953. 
He had formerly been with The Pru- 
dential. He is a graduate of Princeton 
University and is a Fellow of the Society 
of Actuaries. 
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HIAA Group Forum Workshops 
Speakers Listed on 12 Subjects 


Workshop sessions on 12 subjects have 
been scheduled as a feature of the annual 
Group Insurance Forum, sponsored by 
the Health Insurance Association of 
America, at the Biltmore Hotel in New 
York City February 16-18. 

The workshops will start Monday 
afternoon, February 16, and be repeated 
with the same subjects Tuesday morning, 
Tuesday afternoon and Wednesday 
morning, so as to permit each person 
to register for up to four different sub- 
jects during the forum. 

Workshop subjects and the moderators 
are: “Major Medical—Underwriting, Ex- 
perience and Reserves,” moderated by 
Ray Ely, Group actuary, General Amer- 
ican Life, St. Louis, and R. J. Jones, 
Group actuary, Pilot Life, Greensboro, 
N. C.; “Major Medical Cost Control,” 
moderated by Arthur M. McCarthy, vice 
president, American Mutual Liability, 
Wakefield, Mass., and A. W. Randall, as- 
sistant vice president, Mutual of Omaha; 
“Major Medical— Benefit Provisions,” 
moderated by Burton E. Burton, assis- 
tant actuary, Aetna Life, Hartford, and 
George Hilliard, director of Group insur- 
ance, North American Life & Casualty, 
Minneapolis; “Long Term Disability 
Coverage,” moderated by James G. Mac- 
Donald, Group officer, Teachers Insur- 
ance, NYC, and Frank Wellersdick, 
Group underwriter, Equitable Society. 

Also “Conversion of Group Health In- 
surance,” moderated by John S. Crosby, 
Group manager, Hardware Mutual Cas- 
ualty, Stevens Point, Wisc., and William 
S. Thomas, actuary, Metropolitan Life; 
“Group Health Insurance for Retired 
en moderated ot Allison S. 


BMA Board ener 


At a recent meeting of the board of 
directors of Business Men’s Assurance in 
Kansas City, Donald J. Hall, administra- 
president of Hallmark Cards, 
membership on 


tive vice 


Inc., was elected to 


BMA’s board of directors. 
The directors also announced that 
stockholders of record on January 23, 


will be entitled to vote at the annual 
meeting of stockholders to be held at the 
office, February 10. 


Hall, has been 


home 
director, Mr. 


company’s 


The new 
a director of Hallmark Cards, Inc. since 
1956, having been associated with that 


company in various capacities since 1946 
when he started working during the sum- 
mer as a sales trainee. He is the son of 
Hallmark’s founder and president, Joyce 


C. Hall. 





“Grass Roots” Program 


(Continued from Page 35) 


ident, Surety Life, Greenville. South Dakota 
Emmett E. Brewick, agency manager, Woodmen 
Accident & Life, Sioux Falls. 


-Lambert G. Schulze, assistant to 
vice president-Group, Provident Life & Accident, 
Chattanooga. Texas—C. D. Scott, first vice pres- 
ident, Great American Reserve, Dallas. Dr. 
Frank J. McCurl, medical director, The Pru- 
dential, Houston. R. B. Donovan, vice président, 
United American, Dallas. 

Utah—Norman Steingraber, HIAA, Chicago. 
Vermont—see New Hampshire. Virginia—Dr. 
S. Williams, vice president and medical 
Life Insurance Co. of Virginia, Rich- 


Tennessee 


Ennion 
director, 
mond. 
Washington—H. O. Fishback, Jr., vice 
dent, Northern Life, Seattle. West Virginia- 
Walter G. Given, general agent, Teachers Pro- 
tective Mutual Life, Charleston. Wisconsin— 
Robert F. Froehlke, assistant general 
Hardware Mutual Casualty, Stevens 
Wyoming—C, D. Young, agency manager, Wood- 
Accident & Life, Casper. Washington, D. C. 
Notley, superintendent, Aetna 


presi- 


counsel, 
Point. 


men 
-—E. J. 
Life. 


claims 


Beebe, vice president & manager, Group 
department, Paul Revere Life, Wor- 
cester, Mass., and Walter M. Foody, 
vice president, Continental Casualty, Chi- 
cago. 

“Group Creditor Accident and Health 
Insurance,” will be moderated by Henry 
W. Morris, manager Group division, 
Hoosier Casualty, Indianapolis, and R. 
Roberts, counsel, Old Republic Life, Chi- 
“Federal Disclosure Act,” moder- 
Willett K. Boger, Jr., assistant 

H: pain Accident & Indem- 
nity, and S. Hutchison, associate gen- 
eral counsel, W ashington National, Evan- 
ston, Ill.; “Installation and Supervision 
of Self-Administered Plans,” moderated 
by John E. Egan, Group administration 
manager, Home Life, N.Y.C., and Hugh 
F. Hughes, manager Group administra- 
tion, Nationwide Mutual, Columbus; 
“Sales Management,” moderated by H. 
R. Facey, superintendent of agencies 
Group division, Sun _ Life Assurance, 
Montreal, and Robert E Hyatt, assistant 
director Group sales Connecticut Gen- 
eral, Hartford; “Experience Rating of 
Group Health Insurance,” moderated by 
Harold La Croix, associate actuary, The 
Travelers, Hartford, and Irving Wolfson, 
Group actuary, Massachusetts Mutual 
Life, Springfield; “Simplified Procedures 
for Preparing Booklets and Certificates,” 
moderated by Robert Banks, assistant 
manager, Group insurance department, 
Fireman’s Fund, San Francisco, and 
Charles Seavey, second vice president, 
Union Mutual Life, Portland, Me. 

General sessions speakers were pub- 
lished in The Eastern Underwriter last 
week. 


cago; 
ated by 
secretary, 


“More FTC ae Dismissed 


Five more of the original 41 cases of 
the Federal Trade Commission against 
false and misleading advertising have 
been dismissed. Latest complaints to be 
dismissed were those against the fol- 
lowing: Bankers Life & Casualty, Chi- 
cago; LaSalle Casualty Pa Chicago; Na- 
tional Bankers Life, Dallas; Prudence 
Life, Chicago; and Reserve Life, Dallas. 

The Commission bases its dismissal 
upon jurisdictional grounds in line with 
the Supreme Court decision in the Na- 
tional Casualty and American Hospital 
cases. 


Names Edward C. Linck, Jr. 
New Orleans A.&H. Mer. 


Edward C. Linck, Jr., has been pro- 
moted to A. & H. manager of Conti- 
nental Casualty’s New Orleans branch. 
The announcement was made by Arch 
M. Parker, the company’s assistant vice 
president-director of A. & H. branch 
administration. 

A native of Kansas City, Mr. 
attended Northwestern University, and 
was graduated with a B.S. degree. He 
completed his: studies at Stanford Uni- 
versity, where he received an M.A. He 
served as a special agent in the Counter 
Intelligence Corps of the United States 
Army before joining the snecial risks 
division of Continental Casualty’s Kansas 
Citv, branch office as a special agent 
in September, 1956. 


IAAHU Executive Board 
All Set for N. Y. Meeting 


The officers and executive board of 
International Association of Accident & 
Health Underwriters will meet February 
14-15 (Saturday and Sunday) at the 
Waldorf-Astoria Hotel, New York, with 
a reception scheduled for Friday eve- 
ning, February 13, so that the leaders 
of the newly formed New York City 
association may have the opportunity to 
get acquainted with TAAHU executives. 
This reception will be held in the suite 
of President Gail Shoup, who is Lincoln 
National general agent in Grand Rapids. 

Bruce Gifford, IAAHU managing di- 





Linck 





STANDARDIZED A. & S. POLICIES 


Scored by Charles Ray; Indianapolis 
Assn. also Hears Wm. Wells, Willard 
Thomas and Bob Osler 
The greatest strides in A. & S. cover- 
ages in recent years have made in the 
field of individual policies, Charles Ray, 
vice president, Associates Life, Indian- 
apolis, an IAAHU board member, told 
members of the Indianapolis A. & H. 

Association at their January meeting. 
Speaking as a member of a three-man 
“Policy Panorama” panel, Mr. Ray also 
opposed the suggestion from some 
quarters that A. & S. policies be stand- 
ardized like fire’ policies. “Nothing 
would throttle development of needed 
new coverages more quickly,” he charged. 
On “Special Risk,” William Wells, 
Wells & Co., Indiana managers for 
American Casualty, reported that com- 
mercial account travel accident is the 
biggest premium field, followed in order 
by “one event” coverages and “one-day” 





functions. 
Superimposed major medical is the 
most effective answer to Blue Cross- 


Blue Shield competition, Willard T homas, 
American United Life, declared. “W hen 
Blue Cross and Blue Shield toss a man 
out from under coverage, major medical 
steps in. Go see employers about major 
medical. You'll be _ doing them and the 
public a big favor,” he declared. 

Robert Osler, general chairman of the 
June 14-17 IAAHU convention at French 
Lick, reported that despite the fact that 
no mailing soliciting registrations have 
yet gone out and registration forms are 
not even printed yet, the committee has 
74 reservations. He pointed out that 
all of these are from people wanting the 
most select rooms and urged members 
who know they are going to attend to 
get in their reservations as soon as 
possible if they want a choice of rooms. 
He also reported a high proportion of 
registrants bringing wives and children 
because of the special French Lick 
facilities and special convention events. 





HII Appoints Max Fine, 
Ex-INS U.N. Correspondent 


Max W. Fine has joined the staff of 
the Health Insurance Institute. Formerly 
a United Nations Press Officer and a 
member of the International News Serv- 
ice staff in New York, Mr. Fine will 
augment the HII editorial service. 

After the merger of INS with United 
Press in May 1958, Mr. Fine became 
a U.N. Press Officer with liaison duties 
between the press and the offices of the 
Secretary General and the president of 
the General Assembly. The new HII 
staff member joined INS in 1949 and 
after working as a reporter, rewrite man, 
cable editor and editor of the television 
wire, was assigned to the U. N. as a 
staff correspondent in January 1957. 

Mr. Fine, born in Nashville, Tenn., 
was educated in Los Angeles where he 
received a journalism degree from Los 
Angeles City College in 1947. 





$2,500 for School Contest 


To stimulate interest in safe driving 
among teenage drivers in the Washing- 
ton, D, C. area, David Lloyd Kreeger, 
senior vice president and chirman of the 
executive committee of Government Em- 


ployees Insurance Cos., has set up a 
$2,500 prize fund for Poster Slogan 
contests. 

The D. C. Board of Education will 


administer the fund. If the contest is 
successful it may become an annual 
affair and be extended to near-by coun- 
ties in Maryland and Virginia, including 
private and parochial schools. 

Pupils of Junior, Senior and Vocational 
high schools in the Capital will, initially, 
compete for individual prizes ranging 
from $25 to $100. The posters will illus- 
trate a teenage driving fault or a safe- 
driving practice, or a slogan or combina- 
tion of the two. 





rector, is handling arrangements for the 
New York gathering as well as prepar- 
ing the agenda. He promises an inter- 
esting program. 





Western & Southern 
Enters A. & S. Field 


SALES COMMENCED JANUARY 5 


Pres. William C. Safford Reveals Port. 
folio Provides Major Medical, 
Income Protection 


Entrance of the Western and Southern 
Life Insurance Co. into the accident and 
sickness field was announced by William 
C. Safford, president. Sales in the new 





WILLIAM C, SAFFORD 


field by representatives of Western & 
Southern began January 5. i 

“Addition of the new accident and 
sickness portfolio to the already estab- 
lished life insurance program by Western 
and Southern,’ Mr. Safford said, “re- 
flects the company’s desire to give com- 
plete and comprehensive insurance cov- 
erage to our policyholders and the public 
at large.” 

The company’s accident and _ sickness 
contracts are of the commercial type, 
renewable with the consent of the com- 
pany. The policies are participating and 
dividends will be paid if and when 
earned. Benefits payable under _ the 
policies have been described as “un- 
usually liberal.” 

Western & Southern’s accident and 
sickness portfolio covers the following 
hazards: Replacement of income lost 
through accident and sickness; accident 
medical expenses; hospital and surgical 
expenses; catastrophic hospital and nurs- 
ing expenses; and catastrophic hospital, 
nurse, medical and surgical expenses. 





Denne and Mize Advanced 
By Continental Casualty 


Charles F. Denne and Richard L. Mize 
have been promoted to assistant super- 
intendents of Continental Casualty’s av- 
ation and travel accident division. 

Mr. Denne, formerly administrative as- 
sistant to Robert L. White, superin- 
tendent of the division, will be in charge 
of administration. Mr. Mize, formerly 
sales manager will be in charge of sales 

Mr. Denne attended Iowa State Col- 
lege, Dartmouth College and the Uni- 
—T of Iowa, and was graduated with 
a B.S. degree in commerce. He servel 
as a lieutenant in the United States Navy 
prior to joining Continental Casualty in — 
1950 as an underwriter in the aviation ~ 
and travel accident division. Shortly 7 
thereafter he was appointed chief under- 
writer of the division. E 

Mr. Mize joined Continental in 195 7 
as an underwriter and was soon ap | 
pointed special agent for the division ~ 
Mr. Mize attended Bradley College. He 
is a member of the United States Naval 
Reserve and an Area Captain for the § 
American Red Cross. 
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FOR NEW 
BUSINESS 


INA’s monthly pay plan gives you a natural ‘in’ with prospects 


With his premiums budgeted comfortably, your policyholder is in a friendly 
mood to listen to your story on complete package protection. You’re free of the 
trouble and expense of billing. You’re blessed with time to move nearer the new 
accounts you’ve long eyed. Crack them with INAmatic*, INA’s monthly pay 
plan—the wonderful welcome news that makes every policyholder a prospect 
for the ‘agent with a future.’ Canvass those accounts—it’s time for a sale. 

We’re telling your policyholders in ads in Life, Post, Reader's Digest and on TV 


*Sorry—not yet in 
Ohio or Virginia 


(Service mark application pending) 


INSURANCE BY NORTH AMERICA 





Indemnity Insurance Company of North America . Life Insurance Company of North America “ Philadelphia 





Insurance Company of North America 






































HE WANTED TO SEE 
THE WORLD 











Mr. and Mrs. Russell Brooks are shown aboard the liner 
S.S. Del Sud during a recent voyage to South America. 
Earlier in the year, the couple enjoyed a month’s vacation 
in Honolulu. “Do you know of many businesses,” asks 
Mr. Brooks, “which will permit two vacations a year?” 


: ' 


The fact that Russell Brooks was able to provide for each 
of his sons an opportunity to attain a Master’s degree 
in Chemical Engineering was perhaps his most satisfying 
achievement. The two sons, Burton and Richard, have 
developed a continuous flow detergent process, sold 
to firms in Italy, Japan, Brazil, Mexico and Australia. 


THE UNION CENTRAL LIFE 





















Success has a multiple definition. It means something 
different to different people. To Russell Brooks, CLU, 
it’s the “freedom to travel.” And he has made the most 
of that freedom. 

During the years he has been an associate of the Seattle 
Agency of The Union Central Life Insurance Company, 
Mr. Brooks has vacationed in Mexico, South America 
and Europe ... in Puerto Rico, Jamaica, Cuba, Haiti, 
Curacao, the Bahamas and the Virgin Islands. He has 
taken a summer cruise to Alaska and a freighter through 
the Panama Canal. He has traveled the entire eastern 
United States from New England to the Florida Keys. 
And he spent last January in Honolulu. 


How, you may wonder, does he find time to maintain the 
brilliant career which has earned him a place among the 
leaders of his profession? How, indeed, when you realize 
that he also shares in the affairs of his community 
and the activities of the Plymouth Congregational 
Church, where he has served as teacher, Sunday School 
Superintendent and Deacon. 

But make no mistake about it. This distinguished 
Chartered Life Underwriter has assisted his clients in 
amassing $10,000,000 of life insurance protection. His 
sales, in fact, have exceeded $500,000 during each of the 
past 13 years. 

Like most men, Russell Brooks had his dreams. It was 
a happy day for The Union Central and his clients when 
he decided that the life insurance profession could make 
those dreams realities. 


INSURANCE COMPANY ~- CINCINNATI 


Security for the American Family since 1867 
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